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The Republican Insurance Committee of Illinois resumes the crusade 
started in 1936 for the protection of the insurance business of this state. 


OUR THREE MAJOR OBJECTIVES: 


I. NATIONAL — To defeat any attempt to establish federal supervision 
and control of insurance. 


II. STATE — To assure that the administration of the Department of 
Insurance of the State of Illinois be efficient, effective and free from the 
destructive operation of partisan politics. 


Il. STATE — To stop the diversion and coercion of honestly earned 
insurance business from its natural local channels to favored politicians. 


TO GAIN THESE OBJECTIVES CALLS FOR THE ELECTION OF 
WENDELL L. WILLKIE for PRESIDENT 
C. WAYLAND BROOKS for UNITED STATES SENATOR 
DWIGHT H. GREEN for GOVERNOR 


and all the Republican Candidates for State Offices 


BECAUSE — 


Wendell L. Willkie, the Republican candidate 
for President, and C. Wayland Brooks, the Re- 
publican candidate for United States Senator, champion 
the cause of all free enterprise carried on in the tradi- 
tional American way unfettered by bureaucratic federal 
control and are pledged to carry out the mandate of the 
Republican platform adopted at Philadelphia which in- 
cludes the following on insurance: 


“We condemn the New Deal attempts to destroy the 
confidence of our people in private insurance institutions. 
We favor continuance of regulation of insurance by the 
several States.” 


BECAUSE — 


The Republican candidate for Governor and all the Re 
publican candidates for state offices have given definite 
pledges to this organization to do all in their power 
toward the fulfillment of objectives II and III. 

Political control of the insurance business in Illinois, 
has reached such proportions during the present Demo- 
cratic administration that its continuance constitutes a 
serious menace to every established agent, broker and in- 
surance employee in the State. 

Never have the insurance men and women of this 
state had such vital issues at stake nor the oppor- 
ae to strike so effectively in their defense, as 


Every effort in this cause whether individual or group is important. 
Do your share. Start now. Contact headquarters by mail or in per- 
son at 1516 Insurance Exchange Building, 175 W. Jackson Blvd., 
Chicago, Phones Harrison 0470-0471, and learn how you can help. 


REPUBLICAN INSURANCE COMMITTEE OF ILLINOIS 


Joun L. CLarxson, Chairman 
Atvin S. Keys, Vice-Chairman, Springfield L. P. Warren, Secretary, Chicago 
Gaw Reep, Vice-Chairman, W heaton Waxter M. SHepon, Treasurer, Hinsdale 
Wa ter J. Froreen, Chairman Insurance Division Illinois Republican State Central Committee 


Among prominent LIFE UNDERWRITERS supporting this Committee are the following: 








CHARLES J. ZIMMERMAN 
Immediate Past President, National Association of Life 
Underwriters 
CuHar.es F. AXELSON 
Past President, Illinois Association of Life Underwriters 
Harvey M. SoLeNBERGER 
Past President, Illinois Association of Life Underwriters 


Francis P. Berricer 
President, Illinois Association of Life Underwriters 
L. Mortimer BuCcKLEY 
Immediate Past President, Chicago Association of Life 
Underwriters 
Bernarp J. StUMM 
Past President, Illinois Association of Life Underwriters 
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Sn the Forefront of 
PROGRESSIVE LIFE UNDERWRITING 


A RESUME OF THE SALES EQUIPMENT ENABLING 
EQUITABLE REPRESENTATIVES TO SERVE A 
DISCERNING INSURANCE-BUYING PUBLIC 











—_ portfolios for Equitable agents 
provide two comprehensive programing 
services for underwriting the life ob- 
jectives and ambitions of the individual 
insurer. They demonstrate to clients 
how Equitable policies provide for— 
Safe Accumulation of Estate Funds. 
Conservation of Estate Values. 


Guaranteed Distribution of Funds to 
Beneficiaries. 


* 


This humanized 1940 Annual Statement 
portrays through graphs and pictures 
and in non-technical language the 
growth and financial position of The 
Equitable. It also explains the level 
premium plan; the effect of interest 
rates on insurance costs; the allocation 
of the premium dollar, and how in- 
vested assets work for the policyholder. 


* 


A. amortized loan service for Home 
Purchasers providing readily obtainable 
funds on convenient repayment plans 
safeguarded by life insurance. Thou- 
sands of families are today enjoying 
the security of a free and clear home 
through the Equitable’s “insured” mort- 
gage repayment plan. 


* 


A basic manual for extending life in- 
surance to corporations, partnerships 
and sole proprietorships, with special 
reference to the advantages of the 
Equitable’s Owner form of policy. 


A: the pioneer Group Insurance com- 
pany, The Equitable has exceptionally 
helpful sales material for presenting all 
forms of Group coverage: 

Group Life Insurance 

Group Accident & Health Insurance 

Group Hospitalization Insurance 

Group Acc. D. & D. Insurance 

Group Indebtedness Insurance 

Group Annuities 
A Salary Savings Insurance Plan for 
Employees, with detailed sales presen- 
tations and installation suggestions. An 
invaluable aid for use with Employers 
and Employees. 


* 


N ewly appointed agents receive in- 
struction in the elementary principles of 
life insurance, in the use of*policy con- 
tracts, and in sound sales procedure, as 
a preliminary to training in the more 
advanced programing systems. 


Supplementary instruction is made 
available through a Correspondence 


Course. 


* 


A. the leading Annuity company, The 
Equitable offers to men and women 
Immediate Life and Refund Annuities; 
Joint and Survivor Annuities; also Pen- 
sion Plans in the form of Group An- 
nuities for Employees. 








THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE JU. 5. 


NEW YORK, N. Y. Thomas I. Parkinson, President 
oN an Equitable Policy for Every Individual and Family Need 
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Program Announced 


for Sales Bureau 
and Life Officers 


Important Subjects Will 
Be Discussed at Coming 
Chicago Meet 

There will be 21 featured speakers on 


the program of the Life Insurance Sales 
Research Bureau-Association of Life 


Agency Officers meeting scheduled for 
Edgewater Beach Hotel, Chicago, Oct. 
28-30. Although the majority of the 


speakers are connected with agency ac- 
tivities, there will be discussions by rep- 
resentatives of other departments and 
by spokesmen for several important in- 
stitutional associations. There will be 
one speaker from outside of the indus- 
try, A. W. Atwood of Washington, D. 
C., who will speak at the opening lunch- 
eon on Oct. 28 on “The Buyer’s View- 
point.” 

The subjects and speakers are as fol- 
lows: 


Monday, Oct. 28 


“The Buyer’s Viewpoint,” 
wood, Washington, D. C. 

“The Fundamental Course,” Paul F. 
Clark, vice-president John Hancock. 

“Effects of War on Canadian Agency 
Operations,” J. G. Parker, general mana- 
ger and actuary Imperial Life. 

“The Bureau Year,” V. B. Coffin, vice- 
president and superintendent of agencies 
Connecticut Mutual, and chairman Re- 
search Bureau Board. 


Tuesday, Oct. 29 


A. W. At- 


“Captains of Production—I Salute 
You,” George E. Lackey, general agent 
Massachusetts Mutual, Detroit. 

“Selection of Managers,’ A. K. Kurtz, 
research associate Research Bureau. 

“Selection of Agents,” F. H. Haviland, 
vice-president Connecticut General. 

“Public Attitude— The Motivating 
Force,” H. J. Johnson, president Institute 
of Life Insurance. 

Persistent Business,” D. G. Mix, man- 
ager of conservation State Mutual, chair- 


man bureau committee on _ persistent 
business. 
“Report of the Committee on Agents 


Compensation,” M. 
Provident Mutual, 


A. Linton, president 
chairman; L. S. Mor- 
rison, director of research Research Bu- 
reau; E. McConney, vice-president and 
actuary Bankers of Iowa; C. J. Zimmer- 
man, general agent Connecticut Mutual, 
Chicago. 


Wednesday, Oct. 30 


“The Officers on the Bridge,” John A. 
Stevenson, president Penn Mutual. 

Forum on “Trends in Training and Re- 
training.” 

Members of the forum are:. V. lL. 
Bushnell, second vice-president Equita- 
ble Society; George Dunbar, assistant su- 
perintendent of agencies Mutual of 
Canada; J. A. Griffin, assistant agency 
manager Phoenix Mutual; F. L. Merritt, 
Vice-president and manager of agencies 
Monarch Life, Mass.; W. K. Wise, vice- 
President in charge of agencies Provi- 
dent Mutual; B. N. Woodson, director of 


Ordinary and Industrial 
Show Big September Gains 


NEW YORK—New life insurance 
for September showed an increase of 8 
percent, according to the Life Presi- 
dents Association. Ordinary and indus- 
trial showed gains of 14.1 percent and 
10.4 percent respectively, while group 
decreased 31.4 percent. The total of all 
classes for the first nine months was off 
only .3 percent. 

For September, new business of all 
classes of the 40 companies reporting 
was $550,442,000 against $509,897,000 for 
September, 1939. New ordinary was 
$381,748,000 against $334,561,000, gain of 
14.1 percent; industrial, $127,974,000 
compared to $115,935,000, a 10.4 percent 
increase; group $40,720,000 against $59,- 
401,000, decrease 31.4 percent. 

For the first nine months, new busi- 
ness of all classes was $5,414,507,000 
against $5,431,179,000. New ordinary 
was $3,774,548,000 compared to $3,757,- 
521,000, increase .5 percent; industrial 
$1,158,164,000 against $1,095,543,000, 5.7 
percent increase; group $481,795,000 
against $578,115,000 decrease 16.7 per- 
cent. 

New paid-for business in each of the 
first nine months of 1939 and 1940, and 








service Research Bureau. 

“Management in Action,” J. M. Hol- 
combe, Jr., manager Research Bureau. 

Grant Hill, director of agencies North- 
western Mutual, will be chairman of the 
nominating committee of the Research 
Bureau. Other members are S. C. Mc- 
Evenue, Canada Life; R. B. Richardson, 
Western Life; F. F. Weidenborner, 
Guardian Life, and S. T. Whatley, Aetna 


Life. The retiring members of the Re- 
search Bureau board are: H. T. Burnett, 


Reliance Life; V. B. Coffin, Connecticut 
Mutual; A. B. Olson, Guarantee Mu- 
tual; L. S. Lindsay, New York Life; A. 
Mackenzie, Manufacturers Life. 


Agency Officers Committee 


The chairman of Life Agency Offic- 
ers nominating committee is George H. 
Chace, vice-president Prudential. He 
will be assisted by W. C. Schuppel, 
Oregon Mutual; E. B. Stevenson, Na- 
tional Life & Accident; Richard Bois- 
sard, National Guardian, and R. G. Mc- 
Donald, Canada Life. 

Members of the executive committee 
whose terms expire are J. F. Barr, Kan- 
sas City Life: G. C.: Cumming, Mon- 
arch Life of Canada, and A. E. Patter- 
son, Penn Mutual. 








Jefferson Standard Had 
Four A.L.C. Presidents 


The Jefferson Standard Life is 
unique in that it has provided the 
American Life Convention with 
four presidents. The first was P. 
D. Gold, eleeted in 1911. G. A. 
Grimsley was chosen in 1915, 
Charles W. Gold in 1929, and 
Julian Price, now president of the 
company, was elected president of 
the organization at the meeting 
last week. 





























percentage increases or decreases, fol- 
lows: 
Ordinary 

(Last three 000 omitted) 
1939 1940 
over over 
1939 1940 1938 1939 

o o 
Jan. $ 578,675 $ 405,538 53.2 —29.9 
Feb. 420,255 398,292 12.5 —5.2 
March 461,418 439,984 4.6 — 4.6 
April 385,634 449,118 —.2 16.5 
May 424,094 439,567 10.4 3.6 
June 406,958 420,272 6.4 3.3 
Jul 364,300 37,614 2.2 20.1 
August 381,626 402,415 5.7 5.4 
Sept. 334,561 381,748 4.1 14.1 
$3,757,521 $3,774,548 11.0 5 
Industrial 
Jan. $ 99,363 $ tte 8 13.8 
Feb. 109/871 125,22 9 14.0 
March 138,396 133°545 La an 
April 129,051 135,852 2 5.3 
May 137,073 141,921 5 3.5 
June 128,568 128,232 5 —.3 
July 118,218 124,192 9 5.1 
August 119,068 123,111 8 3.4 
Sept. 115,935 127,974 2 10.4 
$1,095,543 $1,158,164 —31.1 5.7 
Group 
Jan. $ 51,899 $ 134,507 65.3 159.2 
Feb. 40,365 38,120 —3.1 —5.6 
March 45,205 37,556 36.8 —16.9 
April 35,981 39,800 —4.8 10.6 
May 43,278 44,869 5 3.7 
June 194,223 48,946 330.9 «—74.8 
July 23,862 43,520 27.9 82.4 
August 83,901 53,757 150.9 —-35.9 
Sept. 59,401 40,720 138.3 —31.4 
$ 578,115 $ 481,7 87.0 —16.7 
Total 

Jan. $ 729,937 $ 653,156 23.9 —10.5 
Feb. 570,491 561,638 —3.2 —1.6 
March 645,019 616,085 —4.0 —4.5 
April 550,666 8 3.5 
May 604,445 3 3.6 
June 729,749 1 —18.1 
July 506,380 » - 19.5 
August 584,595 1 —.9 
Sept. 509,897 9 8.0 














$5,431,179 $5,414,5 








Insurance Buyers Weigh 
Conscription Problems 


A survey conducted by the American 
Management Association has disclosed 
that companies in almost every industry 
are concerned with a_ wide variety of 
insurance problems arising out of con- 
scription and defense production and 
hence, these will be the principal topics 
at the i insurance conference of the Amer- 
ican Management Association, in Chi- 
cago, Dec. 5-6. On the opening morning 
there will be an address on insurance 
problems of personnel created by con- 
scription. In the afternoon there will 
be a question and answer session, pre- 
sided over by Ralph H. Blanchard, Co- 
lumbia University. Those on the panel 
will be representatives of the underwrit- 
ers of various kinds of insurance cover- 
age. Among the topics listed for discus- 
sion at that time are hospitalization and 
group medicine. Among the topics sug- 
gested for discussions at the next insur- 
ance conference by those who attended 
the May meeting were annuities, group 
hospitalization and medical care, social 
security, insurance problems of person- 
nel created by conscription including 
group life, group pension, accident, sabo- 
tage and safety. 


Sumner Davis Heads 
Life Advertisers 
Association 


Spirited Meeting Was 
Held This Week at 
Washington, D. C. 


NEW OFFICERS ELECTED 


President—C. 
dent Mutual. 

Vice-president—A. 
Equitable of Iowa. 

Secretary—Carleton C. Loeble, Pres- 
byterian Ministers Fund. 

Treasurer—C. Russell Noyes. Phoe- 
nix Mutual. 

Executive Committee—Karl Ljung, 
Jr., Jefferson Standard; L. B. Hender- 
shot, Berkshire: Kenneth R. Miller, 
Atlantic; John M. Ehle, Imperial, N. 
C.; Bart Leiper. Provident Life & Ac- 
cident; Jack R. Morris, Business Men’s 
Assurance, and Scott H. W. Fyfe, 
Canada Life. 


Sumner Davis, Provi- 


Seott Anderson, 


By HOWARD J. BURRIDGE 
WASHINGTON, D. C.—Advertis- 


ing, publicity and merchandising 
through the printed word were extens- 
ively discussed and numerous samples 
exhibited at the three-day meeting of 
the Life Advertisers Association held 
here this week. It was a well-conceived, 
efficiently organized and smoothly run- 
ning convention. Over 200 attended 
and 77 companies had exhibits of their 
material on display, 21 more than at 
any previous meeting. The L. A. A. is 
a robust Organization that is growing 
steadily in usefulness and scope. It 
now has 201 members, representing 126 
companies. Special gratification was 
expressed over the newly acquired mem- 
berships of G. H. Chace, vice-president; 

Fisk, manager, and F. J. Price, 
associate manager of the advertising de- 
partment of the Prudential. 

Karl Ljung, Jr., Jefferson Standard 
was in general charge as president. His 
right hand man in keeping the conven- 
tion machinery in gear was K. R. Miller, 
Atlantic Life, program chairman. It 
was voted to change the name of the 
organization to the Life Insurance Ad- 
vertisers Association; to reduce the ex- 
ecutive committee from six to five and 
to continue the house organ, “The Life 
Advertiser” with Bart Leiper, Provident 
Life & Accident, as editor. 


Unusual First Session 


The first session was interesting and 
unusual. It began when C. C. Fleming, 
editor of publications of the Life of 
Virginia, introduced his president, 
Bradford H. Walker, who gave the ad- 
dress of welcome. Mr. Fleming referred 
to the absence of many Canadian mem- 
bers due to the war. Mr. Walker re- 
marked upon the versatility and force- 

(CONTINUED ON PAGE 9) 
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"Ad" Exhibit Winners at 
L. A. A. Meeting Announced 


WASHINGTON, D. C.—As has al- 
ways been the case at meetings of the 
Life Advertisers Association, this year 
the mounted exhibits of all types of ad- 
vertising material attracted as much at- 
tention and interest as anything else. 
There were 375 such boards on display. 
There were nine classifications as com- 
pared to 12 last year, with no company 
permitted to enter more than six classi- 
fications. This reduction enabled the 
members and judges to scrutinize the 
displays more closely. W Jessup, 
Pilot Life, exhibits chairman, was com- 
mended for the thorough job he did, 
and for getting a 35 percent increase in 
the number of companies exhibiting. 


Sweepstakes Winners 


The sweepstakes winners, the compa- 
nies to which the exhibits judges ac- 
corded the largest number of points in 
the four groups were: group 1, National 
Life of Canada; group 2, West Coast 


Life; group 3, American United, and 
group 4, New England Mutual. Mr. 
Jessup presented winners certificates 


representatives of these 
farewell luncheon 


of award to 
companies at the 
Wednesday. 
Certificate of award winners shown in 
alphabetical order: 
Group 1 
journal advertising: Girard 
Life, N. C., Republic 


Insurance 
Life, Occidental 
National. 

Magazine advertising: 
a. << 

Newspaper 
Bankers, and National 


Occidental Life, 


Farmers & 
Can. 


advertising: 
Life, 


Sales promotion: Shenandoah Life and 
United States Life. 
Direct mail: Farmers & Bankers, Mon- 


arch Life, Presbyterian Ministers Fund. 


Publications to agents: Farmers & 
Bankers, Monarch Life, Republic Na- 
tional. 

Publications to policyowners: National 
Life, Can. 


Other printed material: Monarch Life, 
Occidental Life, N. C., Presbyterian Min- 
isters Fund. 


Annual statements: National Life, 
Can., Presbyterian Ministers Fund, 
United States Life. 

Group 2 

Insurance journal] advertising: Conti- 
nental American, Northern Life, Wash., 
West Coast Life. 

Magazine advertising: Country Life, 


and Excelsior Life, Can. 
Newspaper advertising: 
tual, Bankers Life, Neb., 


American Mu- 
Excelsior Life. 


Sales promotion: American Mutual, 
Atlantic Life, Excelsior Life. 

Direct mail: Business Men’s Assurance, 
Excelsior Life, Old Line Life. 

Publications to agents: Business Men's, 
Country Life, West Coast Life. 

Publications to policyholders: 
ern Life, Wash. 

Other printed material: Business Men’s, 
Country Life, West Coast Life. 


North- 


Annual statements: Atlantic Life, 
Country Life, Protective Life. 
Group 3 
Insurance journal advertising: Ameri- 


can United Life, Berkshire Life, Conti- 


nental Assurance. 


Magazine advertising: Life of Virginia. 

Newspaper advertising: Dominion Life, 
Franklin Life, Imperial Life. 

Sales promotion: American United 
Life, Continental Assurance, National 
Life & Accident. 

Direct mail; Berkshire Life, Dominion 


Life, Washington National. 

Publications to agents: Berkshire Life, 
Franklin Life, Great Southern Life. 

Publications to policyowners: Imperial 
Life, National Life & Accident. 

Other printed material: 
United Life, California-Western 
Confederation Life. 

Annual statements: American United 
Life, Imperial Life, Life of Virginia. 


American 
States, 


Group 4 


journal advertising: Home 
Hancock, Mutual Life, N. Y. 
advertising: John Hancock, 
Travelers. 

Great West 


Insurance 
Life, John 

Magazine 
New England Mutual, 

Newspaper advertising: 
Life, Manufacturers Life, Reliance Life. 

Sales promotion: Bankers Life, Ia.; 
Equitable Life, Ia.. New England Mutual 
Life. 

Direct mail: Connecticut General, 
Massachusetts Mutual, Penn Mutual Life. 

Publications to agents: Connecticut 
Mutual, Equitable, Ia., Mutual Benefit. 

Publications to policyowners: London 
Life, Northwestern Mutual, Provident 
Mutual. 

Other printed material: National Life, 
Vt., Provident Mutual, Reliance Life. 

Anntfal statements: New England Mu- 
tual, Penn Mutual, Phoenix Mutual. 


American Union in Receivership 


Commissioner Read of Oklahoma, re- 
cently appointed receiver of the Ameri- 
can Union Life of Tulsa, announced that 
its affairs have been placed in the hands 
of F. M. Petree of Oklahoma City, spe- 
cial assistant. 

The company 
preme court. 


will appeal to the su- 


Lucas Strong for 
State Supervision 
of Life Insurance 


Commissioner Lucas of Missouri in a 
breakfast conference at the American 
Life Convention meeting in Chicago de- 
clared that life companies, agents and all 
in the business are far better off with 
state supervision than federal. He is 
president of a bank in Missouri. Yet 
he said the banks under federal control 
have to go to Washington for any ma- 
jor decision. That is, there is no home 
rule so far as banks are concerned. 
Many times a bank would be willing to 
do something and yet it cannot act until 
it gets approval from Washington, often 
being subjected to tedious delays. This, 
he said, was highly unsatisfactory. He 
sees many advantages in home rule so 
far as insurance is concerned. 

He made the point that if the govern- 
ment supervises insurance it means a su- 
pervision by bureaucrats. There will be 
no change in personnel. Insurance will 
be against a stone wall. 

Mr. Lucas said that since he had come 
into office he had become acquainted 
with the insurance commissioners 
throughout the country, he said for the 
most part they are endeavoring to do 
the right thing and they are accomplish- 
ing much along correct lines. In other 
words, he said, they are doing a splendid 
job. It is to the distinct advantage of 
the public and all in the business, he 
said, to have state supervision continue. 


Will Pay Drafted Employes 
According to Term of Service 


The Provident Life & Accident will 
pay salaries of employes who volunteer 
or are drafted, limited to temporary 
military and naval service during peace- 
time, according to length of service. 
Those with the company three years or 
more will receive full salary for three 
months; two-year employes, two 
months, and employes of one .year, one 





month. Employes called into service 
will be reemployed and .restored to 
positions vacated, or others of like 
status. 


Group life and hospitalization insur- 
ance for employes will be kept up for 
one year at the expense of the company. 


F. E. Harling, with Metropolitan Life 
at Columbia, S. C., has been promoted 
to assistant manager of the Charleston 
district. 





DISCUSSION ON EXHIBIT MATERIAL 








GEORGE A. ADSIT 


At the annual meeting of the Life 


Advertisers Association in Washington, vice-president Girard Life; 








L. L. HOWARD 


D. C., Oct. 14-16, 
cussions of exhibit 
following leading: 


there were group dis- 
material with the 
George A. Adsit, 
L. L. How- 





H. A. RICHARDSON 


ard, Columbian National Life, and H. A. 
Richardson, Mutual Benefit Life. 


State Regulation . 
Can Be Protected, 
Pink Advises 


Speaks Before Luncheon 
Group at Ill. Chamber 
of Commerce Annual Meet 


There is only one thing that will 
protect state regulation of the insurance 
business and that is efficient quality of 
the men guiding the companies and a 
progressive supervision of the state au- 
thorities, Superintendent Pink of New 
York said in his talk before the luncheon 
of the insurance section at the annual 
meeting of the Illinois Chamber of 
Commerce in Chicago. His subject was 
“How Safe Is Insurance?” 

In his discussion of federal and state 
regulation, Mr, Pink paid high tribute 
to the work of Director Ernest Palmer 
of Illinois. Alert, able, experienced, and 
statesmanlike supervision such as _ that 
of Mr. Palmer, he said, is one of the 
strongest arguments for maintaining 
supervision in the states. He went on to 
add that he considered Mr. Palmer the 
most capable state supervisor in this 
country. — 

_Mr. Pink also discussed the idea of 
“insuring insurance,” the creation of 
common funds for the protection of 
policyholders, such_as the pools now in 
existence in New York for the protec- 
tion of compensation payments and 
those injured in taxicab accidents. The 
idea is similar to that of the F.D.I.C. 
in banking. It was his thought that 
serious consideration should be given to 
the desirability of extending these funds 
to other branches of the business. 


Reviews Record of Companies 


In discussing the safety of insurance 
companies, Mr. Pink reviewed the rec- 
ord of the three main branches, fire and 
marine, casualty and surety and life, 
since the beginning of their existence in 
this country. In passing through one of 
the greatest depressions of all times, Mr. 
Pink said that insurance had come 
through with less grief than any other 
great financial institution. Fire com- 
panies were almost unscathed. The 
total assets of the life companies which 
failed were about 2 percent of the assets 
of all life companies and the loss already 
has been reduced by collection to ap- 
proximately 34 of 1 percent with more 
salvage to come. 


Problems of Life Companies Greatest 


The life companies, because they in- 
vest in fundamental things of value, the 
railroads, the utilities, the great indus- 
tries, real estate mortgages, and gov- 
ernment obligations, have the most dif- 
ficult problems to face. The average 
return on their investments has fallen 
from about 5 to 3.3 percent. They find 
it difficult to make new and safe invest- 
ments even at reduced earnings and they 
are still writing off losses from real es- 
tate and railroad securities, which were 
incurred through no fault of their own, 
he said. 

Despite all this, the surplus of these 
companies has constantly increased and 
the excess of assets over liabilities has 
decreased but slightly in the last 10 
years. Favorable mortality and de- 
creased dividends have been highly 
responsible. Policyholders who grumble 
about lower dividends should realize 
that ultimate safety is more important 
than immediate return, he said. Those 
companies which are conservative in 
declaring dividends are deserving of 
praise rather than censure. 

George Manzelmann, manager insur- 

(CONTINUED ON PAGE 11) 
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Holds Companies 
Liable for Estate 
Tax on Proceeds 


B. T. A. Ruling Applies 
Only to Funds Held 
Under Options 


WASHINGTON—The government is 
entitled to collect from life companies 
the federal estate tax due on proceeds 
paid out under settlement options if the 
estate itself cannot meet the tax bill, 
the board of tax appeals has held. Five 
companies—John Hancock Mutual, 
Northwestern Mutual, Connecticut Gen- 
eral, Equitable of Lowa, and State Mu- 
tual—joined in the action, which was a 
plea for an injunction against the gov- 
ernment’s collecting the tax on an in- 
surance estate totaling close to $250,000. 
The estate was insolvent. The decision 
will undoubtedly be appealed. 

Since the B. T. A. decision applies 
only to proceeds paid out under options 
and not to the general estate or to lump 
sum insurance payments, there are rela- 
tively few cases where companies would 
stand to lose substantial amounts 
through failure to scan every settlement 
option setup for possible estate tax lia- 
bility. Nevertheless the amount of tax 
might be quite heavy, particularly if the 
insurance involved were part of a high- 
bracket estate. 


Would Impose Extra Burdens 


Thus, if the B. T. A. decision should 
finally be upheld in the courts, com- 
panies would be faced with the task of 
investigating vast numbers of cases in- 
volving settlement options on the long 
chance that there might be an estate tax 
angle or else taking a chance on getting 
a good sized tax bill now and then. 

Without finding out what other com- 
panies were also paying out proceeds 
under options claim officials would have 
no way of knowing whether even a 
small amount of insurance payable under 
a mode of settlement might not be a 
part of a very substantial though not 
necessarily solvent insurance estate. In 
the vast majority of claims the possi- 
bility of estate tax liability could be dis- 
missed with only a sketchy check-up. 
But even this expense, added to the con- 
siderably more elaborate investigation 
that would be needed on large estates, 
would boost the cost of administering 
settlement options and it is already a 
problem to keep these costs within rga- 
son, 

There seems to be little doubt that 
companies would be entitled to protect 
themselves by holding back enough of 
the proceeds to cover possible tax claims 
against them or to recover from the 
beneficiaries for taxes paid in case the 
remaining proceeds were insufficient to 
cover the tax bill. At the same time, 
the court decisions on this point do not 
definitely settle this point. The main 
decision bearing on it was that in the 
Scott case, but this was in the New 
York state courts, not the federal courts. 

A trust company paid state inheritance 
taxes and then sought to recover them 
from the insurance estate. The court 
held that the insurance companies were 
entitled to reimburse the trust company 
and deduct the amount from the pro- 


ceeds. The New York court of appeals 
upheld this decision and the United 


States Supreme Court refused to review 
it. However, this refusal is not equiva- 
lent to endorsement by the high court, 
as it may have based its refusal on any 
one of a number of reasons having noth- 
ing directly to do with the case’s merits. 


Named Ad Chief 








ex 


Cc. SUMNER DAVIS 


C. Sumner Davis, who was elected 
president of the Life Advertisers As- 
sociation at its annual meeting in 


Washington, is editor of publications of 
the Provident Mutual. He has spent 
all of his business life with that com- 
pany, having entered its service in 1928 
after graduating from the University of 
Pennsylvania. He began as assistant 
to the editor of “Provident News.” His 
responsibilities have gradually expanded, 
and he now has charge of company 
publications, leaflets, booklets, blotters 
and the details of agency convention ar- 
rangements. 

Before his elevation to the presidency 
this week he had in other years, served 
the L. A. A. as treasurer and on its 
executive committee. Personally popu- 


Prudential Has 
Birthday Luncheon 


NEWARK—Nearly 600 guests, in- 
cluding leading citizens of New Jersey 
and the New York metropolitan area 
attended the annual anniversary recep- 
tion and buffet luncheon of the Pruden- 
tial. Though the number of invitations 
is approximately the same from year to 
year, the number of guests at this 
year’s luncheon set a new high mark. 

Leaders in the fields of business, re- 
ligion, politics, and the professions, were 
received by President D’Olier. A num- 
ber of other executives representing 
both the home office and field staffs 
were on hand to welcome the guests. A 
number of life, fire and casualty insur- 
ance executives were guests. 





familiarly 
nickname 
when he 


lar with the members, he is 
known to them as “Suds,” a 
that was fastened upon him 


was in grammar school. 


Martin Succeeds Raymond Rhoads 


Superintendent Lloyd of Ohio has 
appointed Virgil G. Martin of Xenia, 
now chief of the license division, as as- 
sistant superintendent of insurance to 
succeed the late Raymond Rhoads. Mr. 
— was recommended for the place 
by the Ohio Association of Life Under- 
writers. He will continue to direct the 
licensing division. 





Tax on Annuities Upheld 


LANSING, MICH.—The Michigan 
supreme court has upheld the consti- 
tutionality of the 1939 intangibles tax 
act which includes annuities among the 
taxable items. The tax that goes into 
effect Jan. 1, is to be 6 percent of the 
income but never less than .1 percent 
nor more than .3 percent of the par 
value. The tax replaces the personal 
property tax. 








into bankruptcy. 
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REVERTED TO THE WIDOW 


Our Claims department, checking over other companies’ 
death claim lists, discovered that this policyholder had died in 
1939. The policy had lapsed in 1931, and, long forgotten, 
was running under extension to December 26, 1941. 
payable by collateral assignment to a corporation. 

Our general agent located the widow of the insured, 
practically penniless and working as an office scrubwoman. 
She explained that the ‘corporation to which the policy was 
payable had been her husband’s creditor and had forced him 


Another corporation had become the successor of the 
original creditor company, and when our general agent con- 
sulted its officers they agreed that they 
He induced them to release all right, 
title, and interest in the policy, which then reverted to the 


It was possible to turn over to her the proceeds of the 
policy, $1,000—a godsend, since she was in dire need. 
we believe that the unselfishness of our representative, in giv- 
ing days of his time and effort to working out the problem of 
helping this widow obtain life insurance money, would be 
duplicated by the representatives of any life insurance com- 
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O'Mahoney Sharply 
Attacks Critics of 
Work of TNEC 


Wyoming Senator Speaks 
Before American Life 
Convention Meeting 


There were some fireworks set off at 
the closing session of the American Life 
Convention last Thursday afternoon at 
the Edgewater Beach Hotel, Chicago. 
Senator J. C. O’Mahoney of Wyoming, 
chairman of the Temporary National 
Economic Committee, was the speaker 
and owing to the investigation of life in- 
surance by the committee and reverbera- 
tions from time to time, his appearance 
drew considerable interest. It was evi- 
dent that Senator O’Mahoney intended 
to follow very much the line of thought 
he ofttered at the insurance section of the 
American Bar Peery s in Chicago, 
simply to defend what the TNEC had 
done and deny that it had any thought 
of advocating federal supervision. In 
fact THE NATIONAL UNDERWRITER wired 
Senator O’ Mahoney at Washington stat- 
ing what he said would be of importance 
and requested an advance copy of his 
address. This publication in reply re- 
ceived a copy of the Philadeiphia 
address trom him. Relying on 
this THE NATIONAL UNDERWRITER in its 
American Life Convention special edi- 
tion which went to press before the ad- 
dress was given based his part of the 
program on the manuscript it received. 


O’Mahoney Much Aroused 


It was evident from the start that 
Senator O’Mahoney was very much 
aroused. He began accusations at once 
declaring that on his arrival at the hotel 
he had received advices from Wyoming 
that out of the convention had gone sug- 
gestions to agents in that state to work 
against him in his candidacy for reelec- 
tion on the ground that he was hostile 
to insurance and actually favored fed- 
eral supervision. He also indicated that 
it had come to him that prejudicial re- 
marks had been made from the platform 
he was now occupying. 

He accused insurance men of misrep- 
resenting his activities to the insurance 
agents of Wyoming and charged them 
with attempting to rouse antagonism 
against him, saying that while he os- 
tensibly did not favor federal supervi- 
sion of insurance yet as he put it, “he kept 
something up his sleeve.” The senator 
denounced these tactics profoundly and 
left the impression that since the meet- 
ing of the American Life Convention 
started, telegrams derogatory to him 
had been sent to Wyoming from its 
domain carrying this message to the 
Wyoming insurance people. 


Misrepresentation Condemned 


He at once launched into a condemna- 
tion of misrepresentation and distortion 
which he threw at the feet of the life 
companies and other people in the busi- 
ness. He claimed that following his 
press conference with the insurance 
newspaper men he had seen a copy of a 
dispatch that one of them sent out which 
practically accused him of playing poli- 
tics in withholding the promulgation of 
the official report of the TNEC until 
after election. 

He was impassioned, evidently quite 
angry and threw aside what he had in- 
tended to say and launched an entirely 
different attack. 

At the close of his address as he still 
sat on the platform, President C. A. 
Craig in a very kindly way stated that 

(CONTINUED ON PAGE 6) 
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Lincoln 7 Prost’ 


at Presidents’ Meet 
Head, of Metropolitan Life 


Is Distinguished in the 
Business 





NEW YORK- President L. A. Lin- 
coln of the Metropolitan Life will be 
the chair: at a annual convention 
of the Association of Life Insurance 
Presidents at the Waldorf-Astoria, New 
York City, Dec. 5-6 

In addition to presiding, Mr. Lincoln 
will make the ope ge address. His 








LEROY A. LINCOLN 


topic will be the central theme of the 
meeting, which will he keynote 


+} .-—_ 
davs. 





serve as 
1e discussions on both 
Ext ending over a period of almost 23 
his experience in the business has 
brought him into contact with practi- 
cally every phase of life insurance activ- 
ity and has given him unusual insight 
into its problems. 








Metropolitan pavenies 
Group Annuity Rates 


NEW YORK—Metropolitan Life has 
increased its group annuity rates by 
changing its interest assumption from 

to 2% percent and using the 1937 
standard annuity table, step} ved back one 
vear, as mortality basis. The percent- 
age increase that this penn produces 
as “antl on the age distril 


involved. 


yution of the 


hile in Neb. Aviation 
Clause Case Is Denied 


LINCOLN, NEB.—Without giving 
any reason for its Nebraska 
court by a unanimous vote, 
request of the American Life 
supplemented by specific 
requests from a number of individual 
vanies, for a rehearing of the 
denied the request of 





action the 
supreme 

denied the 
Convention, 


life com] 


which it 


case 1n 


the Republic National Life of Dallas 
for an order requiring Insurance Di- 
rector Smrha to approve a rider limiting 
recovery to the policy reserves where 
death occurs in aviation. 
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é Management 
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Interesting If 
True Corner 


Drew Pearson and Robert S. Allen, 
who write the syndicated column from 
Washington known as “The Washing- 
ton Merry-Go-Round,” and who speak 
in oracular manner, had a column the 
other day regarding the recent meeting 
between Sumner T. Pike, Securities & 
Exchange commissioner and a group of 
insurance executives including Carroll 
Shanks, vice-president of Prudential; 
E. S. Brigham, president of National 
Life: G. S. Van Schaick, vice-president 
of New York Life; Lewis Douglas, 
president of Mutual Life. 

“It’s supposed to be a 
column reads, “but the new deal may 
propose still another regulating agency, 
comparable to the Securities & Exchange 


secret,” the 


Commission. The new agency would 
regulate insurance companies, following 
an expose of questionable practices 


made by the SEC. 

“This was behind the secret meeting 
between SEC Commissioner Sumner 
T. Pike and a group of insurance execu- 
tives where proposals were discussed 
for regulating the giant insurance busi- 
ness. 


Lewis Douglas’ Views? 


“The meeting was held on the initia- 
tive of Lewis Douglas, former director 
of the budget, who when he became 
president of Mutual Life Insurance was 
amazed at the antiquated and unscrupu- 
lous methods he found prevalent in the 
business generally. He thinks the in- 
surance business should do a little house 
cleaning. 

“The SEC report, 


following its thor- 


ough investigation, is ready for sub- 
mission to congress, but is being held 
up until after the election. The next 


move is then up to congress (or Senator 
O’Mahoney’s Temporary National Eco- 
nomic Committee) which will probably 


ask the SEC to recommend reform. The 
insurance meeting with Pike laid the 
ground work for such reforms. 

“There is general agreement that 
something more than state regulation 
of insurance is needed. The state ex- 
aminers are usually picked from the 
rolls of insurance executives, and have 
the company viewpoint. 

“The SEC investigation found strik- 
ing examples of irregularities within a 
stone’s throw of Washington. One 


Virginia company, operating as a stock 
company, was permitted to convert to a 
mutual company when it began losing 
money. This permitted — holders 
to shift their losses to policyholders. 

“Conversely, when a Maryland com- 
pany, organized on mutual lines, found 
itself on the gravy train, it was permit- 
ted to shift to a stock company, so that 
stockholders rather than policyholders 
might have the profit. 

“Bringing reform into insurance will 
stir up a big fight. The ‘big five’ are 
extremely powerful, and they are al- 
ready sore at the methods and findings 
of the SEC investigation. It was sig- 
nificant that Metropolitan and Equitabl 
did not attend the Pike meeting.” 

This is typical of the kind of stuff 
that has appeared in these Washington 


columns from time to time. A good 
many believe that such writings are in- 


spired by one or more influ- 
ential in the investigation who have de- 
signs that they are not prepared to ad- 
mit but which they do desire to have 
disseminated. 


FALSE IMPLICATIONS 


WASHINGTON—The implication in 
Pearson & Allen’s column that the execu- 
tives of four life companies who recently 
conferred with SEC officials did so to 
urge “reforms” through establishment 
of a federal regulatory agency similar to 
the SEC has no basis whatever, accord- 
ing to reliable sources here. Actually, 
none of the four executives made any 
commitment whatever as to his posi- 


persons 








Veteran Dies 








SAMUEL W. McCULLOCH 


Samuel W. McCulloch, who died re- 
cently at the age of 82, was twice in- 
surance commissioner of Pennsylvania. 
He began his service in the insurance 
department in 1883. Governor Edwin S. 
Stuart promoted him to head of the 
department in 1909. He was appointed 


commissioner again by Governor Pin- 
chot in 1923 and resigned in 1926. 
tion on federal supervision or on any 


matter that was discussed. 

The Pearson & Allen item is highly 
sensationalized and makes it appear that 
the life insurance business is in a dread- 
ful mess and that the four officials had 
rushed to Washington to see what could 
be done about reforming the “antiquated 
and unscrupulous methods” revealed by 
the SEC investigation. 

Mr. Douglas did not go into the life 
insurance business until he became pres- 
ident of Mutual Life the first of this 
year and he has consistently refrained 
from public utterances on the subject of 
life insurance. Consequently life insur- 
ance men gave no credence to Pearson 
& Allen’s statement that Mr Douglas 
was “amazed at the antiquated and un- 
scrupulous methods he found prevalent 
in the business generally,” and that “he 
thinks the insurance business should do 
a little housecleaning.” 

In spite of the ‘unwarranted state- 
ments and implications in the item, 
those who have followed the Pearson & 
Allen column will not attribute the ap- 
pearance of the story merely to a desire 
of the columnists to fill up space in an 
entertaining manner. The column has 
frequently been suspected of being a 
trial balloon for new deal proposals, ad- 
ministration officials feeding dope to the 
columnists with the idea that if too 
much of a squawk went up around the 
country from those who would be af- 
fected the idea could be shelved, at least 
for the time being. 


Heald Lincoln National 
General Agent in Cincinnati 


B. F. Heald has been appointed gen- 
eral agent in Cincinnati by the Lincoln 
National Life. He has been in the life 
insurance business for 15 years, four 
years with the Bankers Life of Iowa 
and 11 years with the Provident Mu- 
tual. He has been a member of the 
Provide nt Mutual’s leaders club every 
vear since affiliating with the company 
in 1929. He has completed the Life In- 
surance Sales Research Bureau course 
at Northwestern University. He is a 
graduate of the University of Wiscon- 
sin. During his 15 years in the life in- 
surance business, Mr. Heald has estab- 
lished outstanding records as a personal 
producer and as a manager of men. 


Inquiry Beneficial, 
Johnson Says 


Institute President Tells 
Life Ad Men, Challenge 
Must Be Met 


Great public interest in life insurance 
is created by the process of public in- 
quiry which is going on now, H. J. 
Johnson, president Institute of Life In- 
surance, told the Life Advertisers Asso- 
ciation at its annual meeting in Wash- 
ington, D. C. In a democracy, the right 
to question is as Miverernah as the right 
of free speech itself, he said, and it is 
a natural and healthful process. 

The public will finally understand 
and make its own decision but this de- 
cision will be hastened by constructive 
help, Mr. Johnson commented. “It’s 
only natural to assume that any business 
which plays such an important part in 
the social and economic life of America 
as life insurance does, must of necessity 
do everything within its power to win 
and hold public approval, as well as ac- 
ceptance. 

“The business has grown to propor- 
tions undreamed of by its founders be- 
cause of faith and public acceptance. We 
must preserve that state with every pos- 
sible means at our command. We must 
make sure that the performance upon 
which this faith is based never falters. 
But we can’t sit back and let perform- 
ance alone speak for itself, as ideal as 
that may seem to be. Performance it- 
self is not articulate. 

“Thus, it becomes our job—yours and 
mine—to impress upon the public the 
performance of the business and make 
them conscious of the fact that they 
have a great stake in life insurance. To 
do this we must cover the whole range 
of the business, from the public to the 
company. We must remove the cloak 
of misunderstanding and see that the 
public gets a clear-cut picture of what 
the business is and how it operates in 
the public interest.” 

Mr. Johnson told some of the things 
that the institute has been doing to 
build a better public understanding and 
appreciation of life insurance. First and 
most important has been the creation of 
personal contact with all sources re- 
sponsible for dissemination of news in 
order that they may have a better 
knowledge of facts behind the business 
and may realize the institute serves as 
a central source for the dissemination of 
news and information. Through the 
motion picture department the institute 
has reached more than 1,000,000 people 
with a story of the service functions of 
the agent. The reception of this picture 
in the schools has been splendid, he 
said. The institute has contributed by 
aiding in preparation of radio programs 
for various groups within the business. 
Then there is the weekly column ap- 
pearing in 259 daily newspapers and 
with a circulation of 20,000,000. 

Mr. Johnson advised the life com- 
pany advertising men to build their ad- 
vertising programs along the lines of 
institutional copy, even though the 
primary purpose is to sell life insurance. 
He said it appears far more necessary 
and important now to build a_ better 
understanding of the present and exist- 
ing insurance than to put all the effort 
on the sale of new insurance. 





Continuing Group Contracts 
NEW YORK—Many employers with 


group life plans are continuing coverage 
for their employes who will be called 
into service with the national guard or 
under the conscription law. Under older 
contracts there is no limitation on the 
leave of absence that may be granted but 


group policies issued in recent years 
give the insurance company the right to 
restrict such leaves to three or six 
months. These contracts would permit 


the insurer to exclude deaths caused 
combat in the event of this country’s en- 
tering into war. 
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Will Retire 








Cc. L. COYNER 


C. L. Coyner, manager of the Mutual 
Life of New York in Chicago, who is in 
charge of the country districts in north- 
eastern Illinois and northwestern Indi- 
ana, is retiring at the end of the year 
after 37 years of continuous service. 





McNairn Is Elected 
Head of Canadian 
Superintendents 


TORONTO—Hartley D. McNairn 
Ontario, was elected president of the 
Association of Superintendents of Can- 
ada at a special meeting. The annual 
convention which was originally sched- 
uled for September was cancelled in 
view of existing war conditions, but a 
special meeting was held to dispose ot 
business at hand. 

Other officers elected were: Honorary 
president, W. J. Major, Manitoba at- 
torney-general; vice-president, E. B. 
MacLatchy, New Brunswick; secretary, 
W. E. McLean, Manitoba; assistant sec- 
retary, John Edwards, Ontario actuary; 
treasurer, H. B. Armstrong, Ontario 
deputy. 

In view of present conditions, it was 
decided not to fix a definite date or place 
for the 1941 meeting, although it was 
tentatively agreed to hold it about the 
middle of September in some eastern 
city. 

Topics That Were Discussed 


Difficulties involving declarations in 
connection with change of beneficiaries 
and dealing with insurance money were 
raised by two memoranda submitted by 
G. B. Munnoch, counsel Canadian Bank 
of Commerce. It was decided to have 
the standing committee give the subject 
consideration and to report at the next 
conference. 

The proposed new group life insur- 
ance measure was considered. A num- 
ber of suggestions for amendment were 
received. It was decided that additional 
study would have to be given this mat- 
ter and that a revised draft incorporating 
any necessary amendments should be 
prepared and submitted to the next 
meeting. 


Palmer's Situation in II. 
Is Uncertain These Days 


Much interest is taken in the position 
of Insurance Director Palmer of I!linois 
in view of the death of Governor Hor- 
ner and the assumption of office by 
Governor Stelle. Apparently when 
Stelle took office the various members 
of the state cabinet offered routine res- 
ignations so as to give the new gov 
ernor a free hand. However, it appears 
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that Mr. Palmer did not submit such a just before election yne of the accom- ernor, answering rumors that no matter 
In the past day plishments that has been frequently who was elected Directer Paleser would 
or two, however, it was stated officially cited by the Democrats in Illinois has remain as head of the insurance depart- 
i er’s resig- been the aggressive administration of ment. — 
been received { Palmer the insurance department and should a nade no commitments,” Mr 
» make any statement and the insurance director be removed at Green ‘or promises, either directly 
Stelle was quoted as saying this time, the Republicans migl e or by ication in connection with any 
P “too busy” at the moment given an opportunity to ch position or appointment from ag Cas 
to consider the Palmer situation. It is Democrats were repudia hing est to the lowest within the por 
that the relations between that had been done by the insurance de- governor.” aoe 
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Dr. Asher Isaacs, associate professor 
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NO SUBSTITUTES 


There is no substitute for a lusty 
kick when a player's opponents have 
him backed up against his goal line. 
And there is no’ substitute for cash 
when the head of a family dies. 

The need for cash at this critical 
time is easily demonstrated. With 
dramatic national advertising lead- 


ing the way, John Hancock agents 






score steady gains with our read- 






justment income plan. 
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Attacks Critics of Work of TNEC 
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Charged Attack on Democracy 
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Cc 





Was Only 


O’Mahoney 


Senator i 
ested, he said, and so is the TNEC, in 
maintaining a decent and educated 
democracy. He attacked those that had 
disseminated falsehoods and miusrepre- 


sentations regarding the fede wal govern- 





ment. This, he said, was an attack on 
democracy. He said the decisi of a 
democratic form of gover nt are 
good when made honestly Many 
charges against the TNEC, he de- 
clared, have se based on assumption 
only. He said that there is not the 
slightest ial of truth that the TNEC 
has been doing a number of things at- 
tributed to it. 

Democracy can not survive, he 
if men are willing to disseminat 





hood and misrepre sentations 0 
government and political leaders 

Senator O’Mahoney said: “The 
sions of democracy are good when they 
are made honestly, when they are made 
on an informed basis they are 
made wit h a sincere desire to contribute 


aeci- 


wher 








ressions to the 





public welfare They are bad 
are based upon dissemination 
when they are based upon 
dissemination of charges that have no 
basis except those which lie in assump- 
tion, in innuendo and suspicion. I have 
no hesitation in coming before this au- 
dience of life insurance men and saying 
to you that there is not the slightest 
basis of truth in the charges which have 
been disseminated among you that the 
TNEC or any member of its staff or 
any agency associated with it has been 
working to accomplish any of those pur- 
poses which have been attributed to us 
Senator O’Mahoney acknowledged 
that he was speaking from his heart 
rather extemporaneously and that he did 
have ghost writers to compose his 
speeches. Probably he was referring to 
the report that had been going around 
that his addresses were largely written 
Vy Gerhard Gesell, special attorney for 
TNEC. 
Not Based on Evidence 


He accused the insurance people oi 
disseminating accusations that were not 
based on evidence. In other words, he 
said that these accusers were willing to 
proceed on misrepresentation of those 
with whom they did not agree. He said 
that the belief of the organization which 
he was addressing that the TNEC had 


wh 1en they 
of falsehood, 


not 


1 
t 
the 


been inimical to life insurance was not 
true at all. He said there is not the 
slightest evidence that any member of 
the TNEC or its staff had said or done 
anything: 

1. That would weaken state insur- 
ance supervision. 

2. That would confiscate any insur- 
ance assets. 

3. That would tend to divert life in- 


rance funds to venture capital. 
“One of the speakers at the Insurance 
American Bar body at Phila- 


Sec tion, 


delphia, he said, had openly stated 
that the federal government would even- 
tually take over insurance assets. Such 
an accusation, he declared, is a danger- 
ous threat to democracy. A threat of 
this kind, he said, could only be con- 
jured up in the mind of the person who 


made it. He said that threats of this 
character, which were entirely untrue, 
bruited abroad, only weakened the po- 


sition of those that were attempting to 
defame character. 


Says Such Threat Is Dangerous 


In referring to the American Bar As- 
sociation speaker who said it would be 
difficult to conjure up any more terrible 
threat to democracy than for the gov- 
ernment to take over life insurance as- 
sets, Senator O’Mahoney said, “It would 
indeed be difficult to conjure up any 
more difficult, any more dangerous 
threat to democracy than that, but I 
said happily the threat has been merely 
conjured up, created out of thin air, dis- 
seminated by men, though they them- 
selves are sometimes associated with life 
insurance, who are willing to weaken 
the confidence of their own policyhold- 
ers in this great American institution. 
Who represents life insurance if he is 
willing to spread abroad among policy- 
holders an outrageous defamation of 
that character? A man who sits as a 
member of the board of directors of a 
life company and without the slightest 
evidence without any report or recom- 
mendation, without a scintilla of evi- 
dence, without a line from any member 
of the TNEC, to spread the word among 
those whose hope in life is dependent 
upon their confidence in the institution 
of life insurance?” 

He said that these people who had 
circulated reports of this kind were at- 
tempting to create fear among policy- 
holders. In other words, as he put it, 
“You are destroying the house in which 
you live.’ He denounced such tactics as 
outrageous Disseminators of such 
rumors are plaving golf without golf 
balls, he said. It is very difficult, he 


continued, to meet people who misrep- 
resent facts and deal with them in a 
frank and honorable way. 


Inception of TNEC Movement 


He referred to the inception of the 
ITNEC movement. He said that when 
the studies began the statement wat 
openly made that any developments that 
might come out of the hearings and 
studies need not disturb the mind of any 
policyholder. He said that life insur- 
ance companies are highly efficient and 
well managed as a whole. He said that 
nothing developed in the hearings that 
showed anything to the contrary. Life 
insurance, he asserted, is based on the 
social concept of the importance of 
individual. 

Should Be in Sympathy with TNEC 


Senator O’Mahoney said, “If any 
group of men or women should be more 
in sympathy with the work of the TNEC 
than life insurance people I don’t know 
who it is because the sole purpose of 
this body is to develop in a sane and 
objective manner fundamental facts with 
respect to our economic system, the ob- 
ject of which is to stimulate and protect 
free private enterprise. When President 
Roosevelt sent his message to Congress 
in April 1930, urging that a study be 
made of the concentration of economic 
power, he said that some effort should 
be made to determine why in an age 
of plenty, men and money and machines, 
all seem to be idle. He made it clear in 
that message that his purpose was to 
protect traditional American enterprise.” 


TNEC PURPOSE 


Senator O’Mahoney said that the sole 
purpose of the TNEC was to develop in 
a sane and intelligent manner facts that 
would protect and stimulate free private 
enterprise. One of the things that 
TNEC desired to study was the concen- 
tration of power. Senator O’Mahoney 
said that in the TNEC study of concen- 
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tration of power it dealt with anything 
pertaining to men, money and machines. 
He said that while institutions of size 
and wealth are prosperous there is a 
vast amount of unemployment. The 
TNEC desires to find the answer. He 
said it sought to learn how it could 
better protect all well ordered enter- 
prises. He stated the TNEC sought to 
ascertain the investment needs of small 
business men. A monograph was got- 
ten out, by it, he said, entitled “Finan- 
cial Needs of Small Business Men,” of 
which he is very proud. It suggests 
ways and means of free private enter- 
prise to be reestablished and protected. 

Senator O’Mahoney introduced the 
resolution creating the TNEC. He said 
that it provided for three members of 
each of the legislative branches of the 
government, three from the executive 
branch and three from departments. 
He said that it provides for bi-partisan 


representation. It was the aim, he said, 
to attain a well rounded, unprejudiced 
body. 


Has No Legislative Power 


He explained that the TNEC had no 
legislative power. It is not a legislative 
committee. It cannot report out a bill. 
The only power that it possesses, he 
said, is to study a situation and make a 
report. 

He declared that the newspapermen 
who attended the TNEC hearings un- 
doubtedly were disappointed because 
there was not much of a sensational na- 
ture that came out as anticipated. He 
said that it is very easy to make head- 
lines and to write dramatic stories out 
of small episodes. There were no 
charges made and nothing sensational 
came out of the hearing. He said no 
recommendations have been made by 
the examining attorney. He treated 
everyone, he said, fairly and courteously. 
The committee intended to be friendly 
in its relationships. It was simply seek- 
ing, he said, to find a solution of funda- 
mental problems. Its business, he said, 
was to discover how democracy can be 
preserved and how it can Jive in a world 
of organized effort. 


Attack on Newspapers 


Senator O’Mahoney said in regard to 
the newspaper people at the TNEC 
hearings that they sought to make a 
dramatic charge or denunciation of 
what it was doing and did not hesitate 
to call the TNEC people horse thieves. 
He said, “I regret to say that that is 
the method which is being employed 
against us but it is not the method that 
the TNEC employs. I came into this 
room this afternoon and one of the gen- 
tlemen here stopped me at the door to 
thank me for the fair hearing which he 
had at my hand. I do not think he was 
altogether satisfied with the treatment 
he may have had at the hands of the 
examining attorney. That may be true 
but he has no recommending or legisla- 
tive power.” 


Organized Life Today 


Senator O’Mahoney said that men to- 
day cannot achieve by unaided efforts. 
Life in the old days was simple but or- 
ganization has taken the place of indi- 
vidual enterprise. It is difficult, he 
added, to stabilize employment because 
people do not understand or recognize 
the changes that have come about. He 
said that what is sought is economic in- 
dependence, freedom of thought, action 
and religion. He referred to one of 
the former presidential pronouncements 
to the effect that the government should 
be taken out of business and _ there 
should be more business in government 
He said that the government belongs to 
the men and women who want to pre- 
serve their unalienable rights. Govern- 
ment and business, he said, are created 
to serve the people and preserve their 
rights. However, as time goes on, he 
said, people should recognize the - 
ence in conditions. It is impossible, 
said, to compare the organizations of 
day with those of the Declaration of In- 
dependence days. 

He referred to life insurance as a 
sacred institution and said it should co- 


operate with the TNEC in what the 
latter is endeavoring to do. It is sim- 
ply trying to get only facts, he said. The 
TNEC, he said, has not criticized size 
of life insurance companies. They are 
organizations, not men. Many of these 
have large physical assets. There are bil- 
lionaire companies. He said there are 
but 10 states that do have an assessed 
valuation of more than a billion dollars. 
Some have less than that. In consider- 
ing these giant institutions, he said, it is 
ingyen? for the government to protect 
the political liberty and economic se- 
curity of the people. Life insurance 
companies, huge and smaller, he said, 
are highly beneficial institutions. The 
people need them. While building these 
great institutions, he said, it must be re- 
membered that there is unemployment 
and the problem of small business is at 
hand. He said that while these institu- 
tions are making profit and looking out 
for themselves they condemn the TNEC 
for what it is trying to do. He said that 
a number of large business institutions 
made 83 percent more net profit last 
year than they did in the past. He said 
there are 699 big corporations whose 
profit was $1,250,000,000. He asserted 
the government is not interfering with 
business and its profit. There is need for 
the billion dollar corporations, he said. 
Their assets increased to $56,000,000,000 
from $53,000,000,000 during the year 


Billionaire Corporations 


Senator O’Mahoney, in speaking oi 
billionaire corporations, saying there are 
30 such in the United States, declared 
that the fact remains that while “we 
have been building these great, beneficial 
organizations, unemployment has been 
a problem with us, too, and the problem 
of small business has been with us. We 
are not going to find our way out of 
this economic condition in which the 
whole world finds itself by misrepre- 
senting the purposes of public servants 
We cannot solve our problems by mo- 
bilizing discontent.” 


People Should Be Informed 


Senator O’Mahoney said that people 
should be informed and educated. They 
should know all about these corporations 
because an informed democracy is es- 
sential. It is based on fair play and de- 
cency, he said. There must be a regard 
for the other man’s point of view. 

Concentrated power, he said, may 
deny liberty of speech of those that it 
wants to control. It tries to suppress 
people. He further said, “If we tremble 
every time we express an opinion on a 
subject because we do not agree with 
someone else that tends to sow the seed 
of discontent. It is control by fear.” 


Government Problems Not Solved 


Business has not yet solved many oi 
its problems, he said, and government 
has not solved its problems. It is highly 
necessary, he said, to adjust human life 
to modern instrumentalities. People 
must be given a chance to work, live and 
be secure in modern life. Senator 
O’Mahoney said, “We should all be 
working to save free government and 
private property.” 

Senator O’Mahoney said that he did 
not know a man in public office in Wash- 
ington of any nature who is not moved 
by this same idea. All desire, he said, to 
preserve the institutions that are held 
sacred. People should have faith, he 
said, in one another and faith in their 
government. He made a plea for undi- 
vided action in defense of free institu- 
tions. He said issues should be thrashed 
out in a democratic way. He hoped, he 
said, that the majority will always be 
right. 


All Office Holders Sincere 


In regard to the Washington situatior 
Senator O’Mahoney said: “I am work- 
ing to save private property and I can 
say to you with absolute sincerity that I 
don’t know a man in Washington of any 
responsibility in government who is not 
moved to the same idea. I don’t know 
a man in Congress, I do not know a 
man in the executive arm of the gov- 
ernment whose desire is not to preserve 
the institutions which we hold sacred 
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That is a job which can be accomplished 
only in a spirit of tolerance and good 
will. Distortion can change the aspect.” 

Senator O’Mahoney was very vehe- 
ment, impassioned and forceful in his 
address. Evidently he had been worked 
up to a high spirit of indignation 


Corrections by the President 


At the close of Senator O’ Mahoney s 
address, while he still sat on the plat- 
form, President Craig said that he de- 
sired to set him right on some of his 
statements. He expressed appreciation 
of Senator O’Mahoney’s accepting the 
invitation to speak and for his frank 
manner. 

Then Mr. Craig said, “You spoke a 
while ago of the evils of misrepresenta- 
tion. May I tell you in all frankness, and 
I call every member of this organzation 
present to witness, that there has been 
no intimation made by any speaker in 
this conference that it was the purpose 
of the government to take over the as- 
sets of life companies.” Senator O’Ma- 
honey in reply said, “I understand that 
I agree with you.” 

Continuing, President Craig said 
“Not only that but it has been stated 
and I made the statement myself that I 
did not believe it was your purpose— 
and I was taking your word for it from 
what you had said on other occasions— 
that I did not believe it was the purpose 
of the TNEC even to suggest federal 
regulation. I did state, however, in that 
connection, that no such statement had 
come from the SEC. I believe I am 
right in that, am I not?” 

Senator O’Mahoney said, “Yes, I sup- 
pose you are. The SEC has made no 
report.” 


Not Tinctured with Prejudice 


President Craig continued: 

‘Now another matter. I don’t believe 
there has been any thought on the part 
of anyone that either your organization 
or the SEC particularly now—I do not 
say the SEC because it hasn’t spoken— 
that there has been any thought on part 
of anyone that your organization, or 
your committee did not go ahead in 
fairness. I particularly stated in what I 
said that I did not believe the TNEC 
was tinctured at all with prejudice 
against the life companies.” 

Senator O’Mahoney remarked, “You 
are quite correct about that.” 

President Craig then said, “I did not 
say as much for the SEC and the man- 
ner in which some people were treated 
in the investigation that was made. 
want to clear your mind of some reports 
that have perhaps come to you that are 
altogether misrepresentations, unfair not 
only to this organization but to you. 
Now if any reports have gone from this 
convention to your home I assure you 
it is somebody’s personal action and 
this convention had nothing whatever to 
do with it. Again I want to thank you 
for coming here. We all endorse the 
sentiment that you expressed so won- 
derfully well in your very patriotic ad- 
dress.” 


Press Conference 


At the press conference, Senator 
O’Mahoney was asked whether there 
would be any further hearings on insur- 
ance before the TNEC. He said that 
there might be a free for all hearing 
where anyone could attend, critics, econ- 
omists, observers, authorities, etc. He 
said that in these studies it was the aim 
to investigate the financial side and find 
out how funds are invested. The 
TNEC, he declared, desires to stimulate 
free business. It was seeking to find the 
way to establish free enterprise. 

He was asked whether the TNEC in- 
tended to investigate fire and casualty 
business. He said that probably not as 
there would probably not be any time 
to do it. However, he added, “We have 
had many requests for such an inquiry 
on part of business men.” 





Lloyd Hull won first prize in the va- 
cation snapshot contest sponsored for 
home office employes by the Lincoln 
National Life. Harold Effinger and Carl 
Wiegman won second and third. 


John Bienoadll Makes 
Some Promotions 


BOSTON—J. Harry Wood, manager 
of general agencies John Hancock Mu- 
tual Life, was elected second vice-presi- 
jent. With the exception of three years 
as a consultant of the Sales Research 





J. HARRY WOOD 


Bureau, he has been in the John Han- 
cock’s service since graduation from 
Harvard in 1926. He began in the group 
department and later spent three years 
as production manager of the Colum- 
bus, O., general agency. After three 
years with the Sales Researcn Bureau 
he returned to the John Hancock in 
1936 as agency comptroller. A year 
later he was appointed manager of gen- 
eral agencies. 

‘. D. Comerford, president Boston 
Edison Compan and chairman New 
England Power Association, was elected 
a director of John Hancock. He is 
prominent in the business life of New 
England and is an attorney. He is a di- 
rector of the First National Bank of 
Boston, and a trustee of the Edison 
Electric Institute. 


Group Department Reorganized 


The group department has been re- 
organized. Under the new alignment 
made necessary by the death recently of 
C. F. Glueck, second vice-president, P 
F. Clark, vice-president, assumes execu- 
tive direction of group activities, in ad- 
dition to his present duties in district of- 
fice administration. Mr. Wood will as- 
sist in administration of the department 

P. N. Eckman, formerly assistant 
manager, was appointed manager of the 
group department, with responsibility 
for group underwritin~ and operating 
functions. A. M. McCarthy succeeds 
Mr. Eckman as assistant manager. 

The life conservation and visiting 
nurse services, formerly directed by the 
late Mr. Glueck, will be in charge of C 
J. Diman, vice-president and secretary 
Miss Sophie C. Nelson continuing in ac- 
tive direction of these services 





Mutual Trust Gathering 


Edwin A. Olson, president Mutual 
Trust Life, Chicago, attended a dinner 
of managers and agents in Springfield, 
Mass. The dinner was given by the 
Springfield office to the agents of the 
Worcester office after a production con- 
test won by the latter. About 15 at- 
tended. P. B. Steele, manager of the 
western Massachusetts agency, Spring- 
field, observed his fourth anniversary as 
manager. Jack B. Hawkins is the gen- 
eral agent at Worcester, Accompanying 
President Olson was L. R. Lunoe, east- 
ern manager of New York City. At- 
tending also were John H. Ehn, Hart- 
ford, manager for ‘Connecticut, and 
A. E.Richardson, Boston, manager for 
New England 
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“HOW TO JUDGE a Life Insurance 
Company,” a new brochure, is illus- 
trative of the sales tools General 
American Life Insurance Company 
furnishes its agents to supplement 
their personal selling efforts. 

In it, “cold facts” come to life, in 
a warm, human presentation of man- 
agement, financial soundness, record 
and service—the four standards on 
which any business must be judged. 
Thus it answers, simply and directly, 
the questions asked by selective buyers 
of Life, Accident, and Group insurance. 

May we send you a copy? Write 


Jack T. Lynn, Vice-President. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 


St. Louis, Missouri 
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Harry T. Wright, Equitable Society, 
Chicago, the new president of the Na- 
tional Association of Life Underwriters, 
is here shown with his mother, daugh- 
ter and wife at the banquet in Chicago 
the other evening honoring him upon 


his election as president. To the leit 
is shown Mrs. Dora Wright, mother 
of the president; Mrs. Norman Mc- 
Clave, Jr., daughter, and to the right 
is Mrs. Harry T. Wright. About 400 
attended the dinner for Mr. Wright. 
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fulness of insurance advertising copy, 
and said that he was often struck with 
the ability of copywriters to dress up 
the same old subject so attractively 
each year. 

President Karl Ljung called all of the 
officers and committee chairmen to the 
front of the room so that all might see 
the manner of men who had been carry- 
ing on the work of the association un- 
der his administration. Mr. Ljung did 
not read his annual report, but copies 
of it were available. Kenneth R. Mil- 
ler, program chairman, presided at the 
initial meeting. He had all of those at- 
tending their first L. A. A. meeting rise 
and give their name and company con- 


nection. He read a commendatory let- 
ter to the association from President 
Roosevelt. 


Marked Progress on Reports 


James M. Blake, Massachusetts Mu- 
tual, the first scheduled speaker, dis- 
cussed “Trends in humanizing the 
annual report.” He said the great im- 
provements made in the make up and 
appearance of annual statements circu- 
lating to the public may best be seen 
by comparing those of 1939 with the 
ones of 1938. Going back to 1935 or 
1936, the comparison becomes even 
more striking. Top flight company of- 
ficials recognize the need of more hu- 
manized reports as an important part 
of the general plan to improve public 
relations, Mr. Blake said. By means of 
lantern slides, Mr. Blake showed copies 
of the attractive annual reports issued 
last year by the Metropolitan; Equi- 
table Society; Massachusetts Mutual: 
Connecticut Mutual; Phoenix Mutual: 
Penn Mutual; New England Mutual; 
Lincoln National; Provident Mutual: 
Northwestern National and Great West. 


Explains Home Life Plan 


_ Ray Helser, Home Life of New 
York, spoke on another aspect of the 
Same general subject his topic being, 
“Humanizing the annual report, through 
the field force.” The Home’s plan had 
been, he explained, to send to the pol- 
icyholder in advance of the salesmens 
call, a letter from the president of the 
company. For the prospect, the agent 
was given a copy of an annual state- 
ment prepared for interview use: a 
sheet of questions most likely to be 


weit } 
asked and the answers to them. and a 


folder on social security. In addition, a 
series of bulletins was sent out at in- 
tervals, to maintain the agents interest. 

Ralph R. Lounsbury, president Bank- 
ers National, handled a third phase of 
the subject, “Reporting to employes.” 
He emphasized the importance of the 
employe knowing thoroughly what he is 
doing and why he is doing it. He said the 
employe should get a report on the 
company’s activities so that he may be 
perfectly clear on 1. “What we do.” 
2. “For whom we do it.” 3. “How we 
do it.” 4. “Why we do it.” 5. “How 
well we are getting along with what 
we are doing.” 

Holgar J. Johnson, president Institute 
of Life Insurance, concluded the session 
with his talk on “Your Job and Mine.” 
In the afternoon, there was a tour o7 
the Federal Bureau of Investigation, and 
in the evening a dinner at Hogates, ia- 
mous sea food restaurant, followed by, 
“A Night at Monte Carlo.” 

New President Presides 

C. S. Davis, Provident Mutual, the 
new president, and who served during 
the year as vice-president, presided as 
chairman at the Tuesday morning ses- 
sion which featured talks by outside 
speakers. There were three of them: 
S. S. Larmon, executive vice-president 
of the Young & Rubicam advertising 
agency; T. C. Baushall, president Mor- 
ris Plan Bank of Virginia, Richmond, 
and W. D. Kennedy, account executive 
J. Walter Thompson Co., New York. 
The life insurance address of the ses- 
sion was delivered by A. H. Thiemann, 
secretary to vice-presidents, New York 
Life whose topic was “What Manage- 
ment Expects from its Advertising 
Dollar.” 


“Pro Bono Publico” Panel 


Clothed in cap and gown, and per- 
forming a la Kay Kyser, General Chair- 
man K. H. Miller opened the Tuesday 
afternoon meeting with a quiz or “pro 
bono publico” panel. He asked the 
questions, which were answered alter- 
nately by three L. A. A. members and 
three local C.L.U. agents. The agents 
were H. Cochran Fisher, Aetna Life: 
H. D. Krafft, Provident Mutual, and 
Russell Shelk, Reliance. The company 
question answerers were Fred L. Fisher, 
Lincoln National; A. F. Sisson, State 
Mutual, and H. V. Wade, American 
United. 

A few samples of the questions pro- 
pounded are: Are you sold on consumer 
advertising? Do institutional advertise- 
ments help field men? Are you in fa- 
vor of policyholders service months? 
Do letters with the signature of a home 
office official pull better? Why are 
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N these swift-moving days, charged with destiny, Americans 
are fast awakening to a real appreciation of their liberties. 
They are realizing anew that the men who founded the Re- 
public were great men by every standard of measurement. 
They are learning all over again that those things which the 
founding fathers strove to preserve in establishing this demo- 
cratic form of government are precious things. Above all, they 
are taking a more sober view of their responsibilities as citizens, 
knowing the great deeds of the past can and must be matched 
by great deeds in the future if this nation is to endure. 
Because it considers a larger appreciation of America’s history 
—and of the free institutions which are our heritage—essential 
to the future of the nation at large and of Life Insurance in 
particular, NY NL for years has been helping to make Ameri- 
cans history-conscious with the unique items of its Historical 
Series. Latest of these is the folder, **I Rule America,” a simple 
but powerful exhortation to citizens to exercise their privilege 
and duty of voting. Like its 32 predecessors, many of which 
have called attention to little-known but significant facts in 
the story of the nation’s development, this piece is fulfilling a 
real duty —contributing toward a greater America by remind- 
ing Americans of their country’s past greatness. 


REPRESENTATIVE ITEMS IN NWNL’s HISTORICAL SERIES 


Constitution of the U. S. 
Chief Justices of the U. S. 
First Prayer in Congress* 
Poor Richard Illustrated 
America’s Bill of Rights 
Franklin on War and Peace 


Facsimile, Declaration of Independence 
Independence Hall Etching 
Lincoln Portrait 
Washington’s Farewell Address 
14Presidents Before Washington 
Our Capitol Buildings 

*Out of print. 
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agents indifferent to reporting on leads’ 
Do premium notice insertions help? 
What do you like most in your com- 
pany house organ? It is necessary to 
give away gadgets and novelties? 

In all 25 questions were asked and 
answered, and the rest of the afternoon 
was devoted to a study and discussion 
of the prize winning exhibits. The ex- 
hibits were divided into four groups 
Group 1 (companies with less than $75,- 
? 000 in force) was presided over by 

G. A. Adsit, Girard Life. Jack R. Mor- 
ris, Business Men's Assurance, was 
chairman of group 2, companies with 
$75,000,000 to $150,000,000 in force iG 
L. Howard, Columbian National, was 
group chairman for the companies hav- 
ing $150,000,000 to $400,000,000 on the 
books, and Harry A. Richardson, Mu- 
tual Benefit, did the honors for the com- 
panies with more than $400,000,000 in 
force. Each group met in a separate 
room. The activities of the day were 
topped off by the annual dinner dance 


Wade Would Change Meeting Time 


General Chairman K. R. Miller 
wielded the gavel at the concluding ses- 
sion Wednesday morning. Harry V 
Wade, American United, urged the 
members to consider holding the annual 
meeting at another time of year, pos- 
sibly in the spring. He said that too 
many other organizations hold their an- 
nual gatherings in late September or 
early October. He suggested that the 
question be considered at the various 
round table meetings of the L. A. A 
to be held next year, and action, if there 
is to be any, taken at the 1941 annua! 
convention. 

At the “Information Please” 
Scott H. W. Fyfe, Canada Life, spoke 
on the effect of the war on Canadian 
life companies. He said that so far sales 
have been maintained and are in fact 
ahead for the year; 500,000 more Cana- 
dians are employed than a year ago 
The war has not materially reduced 
agency staffs, and has not as yet in- 
creased the mortality ratio. Instead, i: 
Great Britain it is 25 percent lower that 
in the other countries in which the 
company operates. 

Albert Stabler, 77-year-old agent of 
the Provident Mutual in Washington, 
who has carried a rate book for 52 
years, told how modern life insurance 
advertising impressed him. 

Anthony R. Gould, circulation man- 
ager ““United States News,” discussed 
the comments and answers made to a 
questionnaire on insurance recently sent 
to 500 subscribers. George A. Harper, 
assistant superintendent of agencies 
Bankers Life of Iowa, spoke on “Keep- 
ing the Power in Man Power.” Julian 
Price, president Jefferson Standard and 
newly elected president of the American 
Life Convention, spoke briefly and 
brought greetings from that body 


Advertising Agency Man Heard 


The advertising-public relations execu- 
tives of life companies are headed for 
increasing importance in their compa- 
nies, W. D. Kennedy, J. Walter Thomp- 
son advertising agency executive, de- 
clared ina talk. Sound sales promotion 
strategy must be based on the concep- 
tion that the public relations function is 
creative and dynamic and that the ex- 
ecutives charged with responsibility for 
this function should be thinking ahead 
of their whole organizations. 

“Tt is for these reasons that certain ad- 
ertising campaigns have succeeded 
splendidly as sales documents without 
appearing to sell. Because they recog- 
nized the true nature of the buying mo- 
ttves which prevail in this market, they 

Harry T. Wright, Equitable Society, 
Chicago, new president of the National 
Association of Life Underwriters, urged 
the advertisers to cooperate with the 
N. A. L. U. in reducing the number of 
unfit and unqualified agents in the busi- 
ness William Montgomery, president 
Acacia Mutual Life, commented in his 
talk on the problems that will confront 
the life companies at the termination of 
the war. Nelson A. White, Provident 
Mutual, the first president of the L. A 
A., closed the meeting with his talk on 
“Our Part in the Picture.’ 


session 


With Life “Ad” Men at 
the Nation's Capital 





Forrest R. Brauer, Home Beneficial, 
was responsible for the handsome and 
beautifully executed printed program at 
the annual meeting of the Life Advertis- 
ers Association in Washington, D. C. It 
was illustrated with several original 
photographs. 

The convention theme, “Doliars and 
Sense Advertising,” was contributed by 
Arthur W. Theiss, Ohio National. 

There was a luncheon the first day for 
the members of the insurance press, at 
which Powell Stamper, National Life & 
Accident, presided as chairman of the 
press committee. 

The ladies entertainment committee 
(all wives of L. A. A. members) con- 
sisted of Mary Brauer; Katherine 
Browne; Sarabelle Davis; Molly Jessup 
Marjory Ljung, and Mary Miller. 

A memorial resolution on the two 
members who died during the year 
Stephen A. Swisher, Jr., Equitable of 
Iowa, and Vernor Leckie, Occidental, was 
read at the opening session by Secretary 
Bart Leiper. 

Members of the District of Columbia 
draft board arranged to be in the Wash- 
ington Hotel, convention headquarters 
to register the sixty L. A. A. members 
who are subject to selective conscription 

David C. Gibson, Maryland Casualty 
and newly elected president of the In- 
surance Advertising Conference, extend- 
ed greetings from that body at the initia 
session 

Seneca M. Gamble, Massachusetts Mu- 
tual, spoke at a luncheon egprend of 
the District of Columbia C. L. U. chapter 








New World Life Case Heard 
by U. S. Supreme Court 


The New World Life vs. United 
States case involving the govern- 
ment’s attempt to tax disability reserves 
by disallowing the deduction of a statu- 
tory percentage in the income tax 
turn, was up for hearing by the U. 
Supreme Court this week. This is 4 
test case upon the outcome of which de- 
pends the fate of a number of simila 
cases involving other companies. The 
Pan-American Life, which has a simula: 
case in court, filed a brief with the Su- 
preme Court opposing the granting of 4 
writ of certiorari as asked by the gov- 
ernment in its case in a petition filed i 
July. 

The U. S. Supreme Court this weei 
jenied the government's motion to dis - 
miss the New World’s petition for writ 
of certiorar 


Six May Take Examination 
for Colorado Commissioner 


DENVER—On the eve of the date 
set for examinations for insurance com- 
missioner. Oct. 18, it appeared that not 
more than six men actually will be 
examined So tar, five applicants have 
been definitely disqualified for deti- 
ciencies in education or experience 
Three have been definitely approved for 
examination and three are still under 
consideration 

Those definitely approved for examt- 
nation are Luke Kavanaugh, provi- 
sional commissioner, C. R. Bieglow ot 
the state unemployment division and 
V. L. Tickner, head of two local mutua! 


benefit organizations, formerly with the 


defunct American Life of Denver. 

The three who were disqualified on 
the basis of information in their first 
applications, but who have been given 
an opportunity to restate their qualifi- 
cations and are still under consideration 
are: J. G. Donaldson, state inheritance 
tax commissioner; Ray Branneman 
member of the state industrial commis- 
sion, and C. L. Lough, deputy attorney- 
general. 

Somers E. West, who was named 
commissioner a couple of weeks ago in 
a surprise appointment by Governor 
Carr, apparently will not make anys 
attempt to establish his claim to the 
provisional appointment 























--Und Jhanks, Dad! 


This lad knows that his parents have 
made sacrifices that he might go to col- 
lege, and he is grateful to them. 

__He also knows that whatever may 
happen to his dad he is assured of four 
full years at the university. 


This father plans to provide the tui- 
tion fees from his current earnings, but 
if he should die before his boy graduates 
the money will be available through life 
insurance he has acquired with that pur- 
pose in mind. 
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ance department Illinois Chamber of 
Commerce and newly elected president 
North American Accident, presided. 
Among the guests he introduced at the 
luncheon were T. F. Cunneen, manager 
insurance department United States 
Chamber of Commerce; Insurance Di- 
rector Palmer of Illinois, Commissioner 
J. M. McCormack of Tennessee, Hugh 
Cross, speaker of the house of Illinois, 
and H. Styles Bridges, Republican sen- 
ator from New Hampshire. 








insurance Luncheon for 
Hershey to Be Oct. 29 


The insurance luncheon in honor of 
Harry B. Hershey, Democratic candi- 
date for governor of Illinois, will be 
held Oct. 29 at the Hotel Sherman, Chi- 
cago. Mr. Hershey will speak and give 
his views on insurance problems in the 
state. Dr. J. H. Pearce, associate gen- 
eral agent Connecticut Mutual Life, Pe- 
oria, and state chairman Illinois Insur- 
ance Committee, which is sponsoring 
the luncheon, will preside. 

Following is the list of regional ad- 
visers that have been appointed through- 
out the state: F. J. Budelier, Rock 
Island; T. E. Dowling, East St. Louis; 
T. J. Duffner, Jacksonville; J. E. Ewers, 
Danville; G. C. Frankner, Champaign: 
W. C. Gore, Cairo; T. Howard, 
Chicago; W. A. Ivey, Decatur; J. L. 
McGinnis, Joliet; C. A. Marks, Gales- 
burg; J. J. Starkey, Clinton; K. H. Sul- 
livan, Quincy, and E. Thompson, 
Rockford. 





Commissioners’ Meeting 


John Sharp Williams, insurance com- 
missioner of Mississippi and chairman of 
the executive committee of the National 
Association of Insurance Commission- 
ers, called a meeting of the committee 
last Friday at the Edgewater Beach 
Hotel, Chicago, but was unable to mus- 
ter a quorum. The new regulations 
make it incumbent on the executive 
committee to have a session between 
the annual and mid-year meetings and 
arrange the agenda for these occasions. 





Chicago Chapter Has Party 


The Chicago C.L.U. chapter held its 
annual dinner party this week with an 
entertainment program. J. D. Moyna- 
han, Metropolitan, chairman general 
agents and managers division Chicago 
Association of Life Underwriters, pre- 
sented diplomas to the new ‘C.L.U. grad- 
uates. R. C. Carson, Rockwood Com- 
pany, was chairman of arrangements. A 
number of prominent life insurance men 
from outside Chicago were guests. 
_Mr. Zimmerman will talk on educa- 
tion of underwriters at a meeting of the 
chapter Nov. 29 following a Dutch din- 
ner, 

An open meeting is planned for Feb. 
5 to be held jointly with the Chicago 
association. This will follow a luncheon. 

The R. R. Reno agency of Equitable 
Society held open house in its new 
quarters for the Chicago chapter preced- 
ing the fall party. The various depart- 
ments in the building remained open 
after 5 p. m. to permit the visitors to 
go On an inspection tour. 





Sacramento Executives Busy 


President O. J. Lacy of California- 

estern States Life, following the 
meeting of the American Life Conven- 
tion in Chicago, went to Texas to visit 
his company’s new agency organization 
there. He is being joined in Texas by 
Vice-president Ray P. Cox. The latter 
will go to Chicago for the meeting of 
the Research Bureau-Life Agency Of- 
ficers and he will be joined there by 

rnte L. Guttersen, inspector of agen- 


cies, who is now making a trip through 
the northwest. Those two will go from 
Chicago to Colorado for a conference 
with Frank Antonelli, newly appointed 
field superintendent there. 





Many Life Insurance Men 
Called Into Active Service 


Stewart E. Meyers, Home Life ot 
New York, past president of the Okla- 
homa Association of Life Underwriters 
captain in the officers reserve corps, has 
been called for active duty and is now 
serving as unit instructor, Oklahoma 
City district, second military area. He 
has been designated to put on troop 
schools and have charge of the army 
extension courses in that area. Oscar 
Welch, producer with the J. A. Todd 
agency Central Life of Iowa, is serving 
as assistant planning and training officer 
with the rank of lieutenant colonel. He 
is stationed in Oklahoma City. 

Irving I. Held, Jr., one of the leading 
producers of the Rudolph Hecht agency 
of the Northwestern Mutual Life in 
New York City, who is a captain in the 
U. S. army reserve, has received or- 
ders to report at once to Mitchell Field 
for a year’s active duty. He will be 
assigned to the quartermaster depot tem- 
porarily. His brother, Capt. Lewis | 
Held, for several years with the W 
T. Nolley agency of the same company 
in Richmond, recently was ordered to 
report for duty at Penn State College 
as instructor in infantry tactics. 

H. C. Allen, district manager Lamar 
Life and president Meridian, Miss., life 
underwriters’ association, has been or- 
dered to active duty with the 153rd 
observation squadron, Mississippi na- 
tional guard aviation unit. A. J. Holli- 
field, manager mortgage and loan de- 
partment, commands the unit. J. D 
Dickson, accounting department, joined 
the squadron as a gunner, and Emmet: 
Canbre, former assistant superintenden+ 
home office building, some time ago be- 
came a full-time man with the squadron 
R. L. Allen, who has been special agent 
will replace H. C. Allen in the Meridian 
office. 


Willkie Group Is 
Circularizing Policyholders 


The People’s Committee to Defend 
Life Insurance & Savings is the title of 
an organization that has been set up 4° 
1520 Locust street, Philadelphia. Harr; 
W. Harrison of Philadelphia is chair- 
man. The committee is circularizing 
policyholders with a pamphlet, “Your 
Life Insurance and Savings are at Stake 
in the Coming Election,” this being ir 
the interest of the election of Wendel 
Willkie. State committees are being 
formed to provide local sponsorship for 
the leaflet and the committee is seeking 
contributions to finance the mailings. It 
is stated that a contribution of $1 wil! 
pay the cost of circularizing 50 policy - 
holders. 

The only life insurance man who ts 
listed as a member of the committee i 
Ernest W. Travis, agent for Equitable 
Society at Youngstown, O. A number 
of fire insurance men, however, anpea: 
as members. 





Columbus Cashiers Elect 


Eugene B. Hunter, New England Mu- 
tual Life, has been elected president of 
the Life Agency Cashiers Association 
of Columbus, O. Albert ‘Chapman, Con- 
necticut Mutual, is vice-president; Flora 
Bast, Connecticut General, secretary- 
treasurer; Harry E. Penney, Mutua! 
Benefit, committee member-at-large 





DEPENDABLE PERFORMANC 





A Million Dollar Museum in Miniature 


Connecticut Mutual's 1941 art cal- 
endar contains twelve full-color repro- 
ductions of paintings by such well- 


known American artists as: 


Rockwell Kent 
Georgina Klitgaard 
Hobart Nichols 
Agnes Tait 

Gifford Beal 

Joseph Margulies 

Gordon Grant 

Frederick Waugh 
Joseph W. Golinkin 
Millard Sheets 
Georges Schreiber 
Dale Nichols 


The calendar is published by the 
Company to help its agents in those 
important phases of their job—build- 
ing prestige and good will, and keep- 


ing their names favorably before their 


clientele. 


CONNECTICUT 
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EDITORIAL 


COMMENT 





Senator O'Mahoney and the Press 


WHEN Senator J. C. Mahoney of 
Wyoming, chairman of the Temporary 
National Economic Committee, spoke 


Life Convention at 
Hotel 


he was very emphatic in his 


before the American 
the Edgewater Beach in Chicago, 
criticism of 
the newspapers round 


on the g they 


willfully distort and facts. 
He cited 
the hotel! 


misrepresent 
occurred in 
spoke. 


msurance 


one instance that 
the afternoon that he 


t was arranged that the 





newspaper men present at this conven- 
tion should have an interview with 
Senator O’Mahone\ the quarters of 
the A.L.C. officials and executive com- 
mittee 

One of the newspaper men inquired 
of Senator O’Mahoney as to the 
‘leak” in regard to its forthcoming re- 


port tollowing its investigation of life 


insurance As is known. the New 
York “Herald-Tribune published a 
series of articles from its Washington 
orrespondent revealing what was in the 
report No. other paper had it. The 
senator was asked how it happened to 


leak out. He replied that Congressman 








Carroll Reece of Tennessee was what 
e called e€ading hairman of the 
TNEC He said that he t sniitte 
op > t\ ti Cc 2 TI € ers t Cc co 1- 

ttee ererore the =¢ added, 





when 12 copies went out to 12 different 


men, It was not surprising that one oi 
these men did reveal it to some news- 
aper al i ( c as 1 robably 
deeply indebtec 

} someone else made inquiry of 





Senator O’Mahoney as to when the re- 
officiall) 


nitely, ‘The 


would be released. He 


port 


replied very defi report will 


not be released unti] after election.” 
There was no forthe: mment or ex- 
planation 

In his address before the convention 
that same afternoon, Senator O’Ma- 


honey in order to prove his contention 


that the press was deliberately mislead- 


ng readers, said that by chance he had 


copy of a telegram that one of the 


sent out to his 


seen 





insurance newspaper men 


publication, following this interview. 
that 


nounced that the report 


stating Senator O'Mahoney an- 
would not be re- 
leased until after election. The senator 
said that naturally the inference was that 
politics and 
promulgate it until the 


November. He 


newspaper 


the committee was playing 


was afraid to 
presidential election in 
condemned the 
act. 

On adjournment of the meeting when 
Senator O’Mahoney was still in the hall, 
[HE NATIONAL UNDERWRITER reporter 
who had not written his story, accosted 
Senator O'Mahoney, reminding him that 
discussed the matter of the 12 
copies going out to members, and that 
he definitely had said that the report 
not be released until after elec- 
tion and had made no turther comment 
or explanation. Then Senator O’Ma- 
“Why, the committee has 
meeting. There has 
transcribed. It has not 


There 


he had 


would 


honey said, 
been 
been 


fficial 


not had a 
nothing 
typed. has eer nm 
action.” 

Was Senator O’Mahoney 


the news- 


Query: 


justified in his criticism of 


paper men? He made no explanation 
as to whether these reports that had 
been given to the 12 committeeme 
were preliminary, tentative or official. 
Had he been more explicit when the 


question was asked him as to when the 


report would have been released the 
newspaper men would have had then a 
minds about it. 


newspaper men 
rate, in our 


distorting of 


very clear idea in their 


Perhaps he thinks the 
readers. At any 
little 


are mind 
opinion there is very 
If news is incorrect it is largely 
source of the story a 
Under the circumstances 
whom the 
perfectly justified in his 


news. 
due to the 
the reporter. 
the reporter senator con- 
demned was 
statement. It 





the reporters were on differ 


Improvement in Field Conditions 


of the American Life Convention i1 


situation re- 








Agency Officers Associatio r the 
Edgewater Beach Hotel. Chicago, the 
last part of the mont! 














in his talk to the American Life Con- 
vention that there is a demand, and a 
very forceful one, from agents for com- 


panies to eliminate the unfit and the 
wnproductive. He said that in urban 
enters the prestige of the full-time 


agent should be enhanced by having no 
part-timers. 

This subject is receiving the earnest 
attention of executives and it is to be 
hoped that something will be done in 
the near future. 


The Prudential's Buffet Luncheons 


WEEK the Prudential celebrated its 

with another of its buffet 
luncheons which are unique among life 
insurance functions. These affairs, the 
which at the time of the 
1925, 


TuHIs 
birthday 


hrst of 


was 


company’s 50th anniversary in 


proved so popular that they have been 
continued year after year. President 
Franklin D’Olier and other officers are 


hosts on behalf of the company to lead- 
ing citizens of the northern New Jer- 
sev and metropolitan New York 

The idea of a buffet luncheon has so 
that it is strange 


area. 





to commend it 


that the practice is not more widely 
adopted. Eating one’s lunch while 
standing up and chatting with friends 


and acquaintances is not so much of a 
trick as it sounds, providing the menu, 
as is always the case at the Prudential 
buffet luncheons, is such as to be han- 
dled easily with only fork or fingers. 
Above all there is the big feature of 
being able to shift about and talk with 
many times the number of other per- 
sons that is possible at the ordinary 
luncheon or dinner. This always stim- 
ulates a fine feeling of fellowship. 


mic Gains in New Business 


icreases Of 14.1 percent in ordi- 
10.4 in industrial in Septem- 
the brightest 





ber the sales future looks 


has for many months. 





he first three months ordi- 
} on a comparative basis 
showed decreases because of the large 


stimulated gains made in 
ordinary has had six 


ption change 


1939, Since April 


plus months. With a shght 
increase of only percent in June, in- 
dustrial has had eight plus months out 
of the last nine. With the huge expendi- 
tures for national defense all business 
will be stimulated during the coming 
months so that continued gains are in 
progress. This record is particularly 
gratifying at this time. 


consecutive 








— SIDE 


F THE BUSINESS 





A. Linton, president of Provident 
1 Life, will serve as chairman of 
an All-Philadelphia Conference on So- 
cial Work to be held on Oct. 15 under 
>t auspices of the United Charities 
Campaign. 

‘cee Graham, general agent 
Protective Life, Columbia, S. C., enter- 
tained more than 100 at a dinner to cel- 
ebrate his completion of 25 years in the 
insurance wre Among those pres- 
ent were A. Wellman, vice- ——, 
of the es and Thomas J]. Ham- 
mer, secretary, who was the principal 
speaker. 

H. R. Kendall, chairman of the board 
Washington National of Evanston, Tt, 

as returned to his home after being at 
} resbyteri an Hospital in Chicago where 
had a serious operation on one of 
is eves. He has not been able to at- 
business for some time, owing 
affliction. 

_ am L. Shuff, general agent of Union 
Central in Cincinnati, is resting easily 
j an operation for the removal of an 


f 


tend to 


to this 











and his wife observed their fourth wed- 
ding anniversary on the same day his 
wife’s mother and father observed their 
25th wedding anniversary, and his wife’s 
grandfather and grandmother observed 
their 50th anniversary. 

C. A. Taylor, actuary Life of Virginia, 
was elected a director Morris Plan 
Bank of Virginia in Richmond. 

Willard K. Wise, vice-president in 
charge of agencies for Provident Mutual 
Life, has been elected a director of Hood 
College, Frederick, Md. 

Richard Tinkham, now general agent 
of the Lincoln National Life in Pitts- 
burgh, and Mrs. Tinkham returned te 
their former home in Milwaukee to at- 
tend the wedding of Miss Helen Savage 
and their son, R. P. Tinkham, Jr. Mr. 
Tinkham received his law degree at the 
University of Wisconsin last spring. 

Rollo Wells, veteran secretary of the 
Minneapolis Life Underwriters Associa- 
tion, was the star entertainer at the 25th 
jubilee of the Minneapolis Athletic Club. 











garding rate book men plz indicated One of the speakers declared t a 
- a } c sf ul in iCCial€ ‘ 
that sor me ; eon i re e SNS " obstruction at Christ Hospital. Mr. He regaled the audience with tap danc- 

< some actio s eedeq to improve agents are not going to their super} Se eee Se ear ing 1 y 
: ir ; a ‘ Fa . ; : iff, who is 77, had been going to his ing and singing. 

Cheba wae hererore, much for sympathy, pity, but are seeking In- office daily until his removal to the hos- Mrs. A. H. Hoffman, wife of the 
nterest is being take the forthcom- spiration and strength. They desire to pital about a week ago. Mr. Shuff is chairman of the board of the American 
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legion and the auxiliary. During the 
last year the committee of the legion 
organization under her guidance ex- 
pended $4,500,000 of contributed funds 
for the benefit of more than 500,000 
children of veterans, under 16 years of 
age. Mrs. Hoffman has a national repu- 
tation as a leader in child welfare work. 
As superintendent of the Yeomen City 
of Childhood she has come in direct 
contact with children and in that bene- 
ficent institution she is the mother of 
them all. 

Spencer Keare, vice-president of Fed- 
eral Life, is a member of the special 
federal grand jury in Chicago that is 
looking into the affairs of Resources In- 
ternational Corporation. 

Crawford H. Ellis, president Pan- 
American Life, was grand marshal of 
the New Orleans registration parade, 
heading nearly 50,000 marchers. 

Carl W. Kleifgen, Jr., son of Carl W. 
Kleifgen, St. Paul manager Metropoli- 
tan Life, and Miss Louise Brugger 
were married in Duluth. Mr. Kleifgen. 
Jr.. is with the Duluth office of the 
Metropolitan. 

Miss Mary Yeaton, who completed 37 
years with the Massachusetts depart- 
ment last August, was given a testimo- 
nial dinner in Cambridge. She has 
been cashier of the department for 20 
years. Commissioner Harrington, his 
deputies and former Deputy Arthur E. 
Linnell attended the dinner. Several ar- 
ticles for travel use were presented Miss 
Yeaton. 

C. Vivian Anderson and W. A. Earls 
of Cincinnati are serving on the selec- 
tive service draft board for the district 
which embraces their residential section 
of Clifton. Mr. Earls, who is chairman 
of the board, has just retired as presi- 
dent of the Ohio Association of Insur- 
ance Agents. Mr. Anderson is former 
president of the National Association of 
Life Underwriters. 

Sydney A. Smith, secretary of Penn 
Mutual Life, has completed 50 years in 
the service of his company. At the 
persent time he is preparing a history 
of Penn Mutual. He went with the 
company as a clerk and advanced 
through various grades unti] he became 
secretary in 1921. 


DEATHS 


B. A. Haberbush, 59, who retired in 
1939, following 30 years of service with 
the Metropolitan Life, died at his home 
in Olean, N. Y. He joined the Metro- 
politan in Gloversville, N. Y., later be- 
ing transferred to Jamestown, and be- 
came Olean manager in 1934. 

Olaf I. Rove, 76, for 42 years with the 
legal department of the Northwestern 
Mutual Life before his retirement in 
1934, and for about 30 years Norwegian 
vice-consul for Wisconsin, died of a 
heart attack in Brooklyn, N. Y. 

J. E. Sebrell, North Carolina manager 
of the Prudential at Charlotte, died last 
week. He was a nephew of T. E. Se- 
brell, Sun Life of Canada, Richmond, 
formerly general agent at Norfolk, Va.., 
for the Union Central. He succeeded 
his father as manager for the Prudential 
at Charlotte. 

Dr. Donald W. Skeel, 67, medical di- 
rector of the Occidental Life, died in 
Los Angeles, following a brief illness. 
He had one of the longest service rec- 
ords in the company. He was commis- 
sioned a medical referee in 1906 and 
made some of the first medical examina- 
tions of the company. He became as- 
sistant medical director in 1923 and 
medical director in 1927. He was bor 
in Granville, Ill. He later moved to 
California, where he received his M.D. 
degree from the medical college of the 
University of Southern California. His 
long service record with Occidental Life 
began immediately after his graduation 
trom medical school. 











The case study “24 Men in 24 Years" 
provides convincing sales materia 
8 booklets $1. Nationa] lnderwriter 


COMPANIES 


Examination Report 
on the Globe Life 


The Illinois department has made a 
report on the Globe Life of Chicago as 
of Dec. 31. It shows assets $4,104,397, 
capital $100,000, net surplus $323,864. 
The report says that the capital and 
surplus afford additional protection to 
the policyholders in addition to the legal 
reserve. Operations during the period 
under examination, the report said, have 
been profitable and the surplus gai ; 
realized have permitted the payment of 
moderate sized dividends to stockhold- 
ers. At the same time there has re- 
sulted an improvement in the financial 
condition. The mortality experience has 
continued favorable during the last three 
years and the agency and administra- 
tion expense has been materially les- 
sened. Owing to prevailing interest 
rates and the maintenance of large cash 
balances the earnings on invested as- 
sets during the past year were not ade- 
quate and loss from _ interest was 
sustained, the report says. W. J. Alex- 
ander, the president, is the chief operat- 
ing officer. 

The premium income last year was 
$459,684, total income $734,090. It paid 
policyholders $273,920 and the total dis- 
bursements were $519,354. Its net legal 
reserve is $3,645,961. It has in force 
$19,633,408. Of this amount $8,111,854 is 
whole life, $11,227,490 endowment, $294,- 
064 term. It operates only in Illinois 
and Indiana. The report says that both 
ordinary and industrial premiums are 
collected on the debit plan. Compen- 
sation to the collectors is based upon 
a moderate salary or expense allowance, 
plus a collection percentage. 


Rock Island Life Is 
Placed in Liquidation 


Insurance Director Palmer of Illinois 
has been appointed liquidator of Rock 
Island Life, a so-called legal reserve as- 
sessment company of Rock Island, II1., 
by Circuit Judge Telleen. The court 
found that the assets of Rock Island 
Life on Dec. 31, 1939, were $12,640 and 
the liabilities $42,087, including $17,987 
net reserves; $1,649 death claims not 
adjusted and $21,837 salaries, rents, etc., 
accrued. 

Rock Island Life was incorporated in 
1937 and licensed in February, 1938. 
Shortly after being licensed it reinsured 
the business of United Fellowship Mu- 
tual Benefit and Northwestern Mutua! 
Benefit, both of Rock Island. 

The court found that Rock Island 
Life suffered losses due to excessive ad- 
ministrative costs and deficient interest 
earnings. The total premium income 
during 1938 and 1939 amounted to 
$89,160, total income $100,299, total ex- 
penditures $111,597, including $28,868 
death claims, $23,287 agency expenses, 
$57,847 administrative expenses. The 
report said that the deficiency was due 
in large part to high salaries that were 
paid to L. A. Gehrig, president, until 
the time of his death, and to L. M. 
Gehrig, secretary. Each received 
$10,000 a year. 

Rock Island Lite, according to the 
court, has not settled claims promptly 
and has compromised death claims 
without justification. 





Victory Mutual Report 

The Illinois department has made a 
report on the Victory Mutual Life, 5607 
South State street, Chicago. This is a 
mutual legal reserve company, the ex- 
amination being of Dec. 31. It is oper- 
ated by Negroes. The assets are $906,- 
989, policy reserve $749,797, surplus 
$105,621. The report says that the fig- 
ures reflect a solvent financial condition. 
The cash position appears to be ade- 
quate and surplus funds are being cur- 
rently invested in federal government 
bonds and FHA mortgage securities, the 


JEN 


UNION CENTRAL 
HAS PA/D 
POLICYHOLDERS 
AND BENEFICIARIES 


OVER *8I/ 628 344 


Last year The Union Central Life Insurance Com- 
pany mailed 136,000 checks to its policyholders and 
their beneficiaries. That’s at a rate of a check for 
every minute of every working day of the year! 
Total payments to policyholders and beneficiaries 
last year amounted to $35,865,241. Since the com- 
pany’s organization in 1867 these payments total 
$81 1,628,344. 
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report says. It operates in Illinois, In- 
diana, New York, Ohio and the Dis- 
trict of Columbia. Its premiums last 
year were $226,188, total income $283,- 
919, paid policyholders $70,660, total dis- 
bursements $203,591, insurance in force 
$7,494,888. 

Its new business last year was $1,- 
412,000. The report says the quality 
of business last year appears to be bet- 
ter as the persistency experience was 
more favorable. The ratio of new busi- 
ness lapsed to new business written and 
paid for was 16.7 percent. 

The company has not yet elected a 
secretary to succeed the late J. E. 
Mitchem. R. A. Valentine, the treas- 
urer, is the main operating officer. 





Golden State to Be Old Line 
LOS ANGELES—Golden State Mu- 

tual Life, one of the two Chapter 9 com- 

(stipulated premium with right 


panies 
of assessment) given a clear slate and 
a renewal certificate of authority by 


Commissioner Caminetti, has taken an- 
other step forward in its plan to be- 
come an old line legal reserve company. 
It has been .authorized to issue certifi- 
cates of contribution to produce $200,- 


000 to complete its capital structure 
necessary for transformation It has 
already reserved $100,000 for that pur- 
pose. 


This is the only one of the Chapter 9 
companies operating outside of Califor- 
nia, being licensed in Illinois. The com- 


pany is owned and operated by Ne- 
groes, and sells business only to Ne- 
groes It writes life and accident and 


health. 
To Liquidate Fidelity Old Line 
LINCOLN, NEB. — Liquidation of 
the Fidelity Old Line, a stock company 
selling burial and thrift insurance, by 
the Nebraska department, been 
ordered by the district court. No oppo- 
the officers. B. B 
actuary, testified 


has 


sition was offered by 
Gribble, department 
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Sales Promotion Manager 


of Connecticut General 





John been 


P. Taylor, who has ap- 
pointed manager of sales promotion of 
Connecticut Gen- 
eral Life at the 
home office, will be 
responsible for pub- 
lic relations, adver- 
tising and _ related 
subjects. He has 
had more than 12 
years’ experience 


with industrial 
firms and just 
lately has been in 


charge of advertis- 
ing and sales pro- 





motion for Ameri- 
can Radiator Co. 
The management Joh P. Taylor 
believes that having no proconceived 


notions about life insurance, he will ap- 
proach insurance problems from a fresh 
standpoint. 


net admitted assets were $13,683. Lia- 
bilities, exclusive of $13,023 capital, were 
$28,436, leaving a deficit of $27,775. 
Thrift certificates totaled $10,324. The 
court ordered a hearing on claims Nov. 7. 





New Indianapolis Company 

INDIANAPOLIS—Articles of incor- 
poration have been filed with the In- 
secretary of state by the Public 
Security Insurance Company, 130 East 
Washington street, Indianapolis. It is 
to have 100,000 shares of capital stock 
valued at $2 a share. Incorporators in- 
clude R. L. McKechnie, E. W. John- 
son, Jr.. Dr. Albert Seaton, H. R 
Redmyer 

It proposes to doa life insurance busi- 
ness under the legal reserve deposit law 
The papers have been ap 
insurance depart- 


diana 


of Indiana. 


proved by the state 
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EDWARD B. RAUB, President 


Agency opportunities in Indiana 
Michigan and Minnesota 


lowa 


November 20, 1905 


The INDIANAPOLIS LIFE INSURANCE COMPANY will 
soon pass another milestone in its record of substantial, well- 
rounded progress and service. The Company's first policies 
were issued November 20, 1905. Hence, it will soon com- || 
plete THIRTY-FIVE YEARS of outstanding service. 


OVER $113,000,000 of INSURANCE IN FORCE. (The 
largest Company organized as a Legal Reserve 
strictly Mutual Company since 1905.) 
OVER $25,000,000 in ASSETS. 
- An AGGRESSIVE, WELL-TRAINED AGENCY STAFF 


A COMPLETE KIT OF POLICY CONTRACTS TO FIT 
EVERY NEED. (Juvenile insured from Birth to Age 


MODERN WORKING TOOLS TO MAKE INTELLI- 
GENT SELLING EASIER. 
AN EXTREMELY LOW LAPSE RATIO. 


The Company is old enough to be thoroughly seasoned and expe- 
rienced, young enough to be growing and expanding. Quality under- 
writers with ability are finding a future with the Company that fits 


Indianapolis Life Insurance Co. | 


Indianapolis, Indiana 
“QUALITY, SERVICE and SAFETY, FIRST’ 
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A. LEROY PORTTEUS 
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ment and the attorney general and are 
now in the secretary of state’s office for 
final approval. Mr. McKechnie has had 
insurance experience as an officer in the 
Public Savings Life and the American 
Savings, which had their home offices 
in Indianapolis until they were rein- 
sured. Mr. Johnson is a young attor- 
ney and son of one the leading attor- 
neys of Indianapolis. Dr. Seaton is 
medical director of the American United 
Life and is acting in an advisory ca- 
pacity for the company. 





Muir Conservation Manager 


David J. Muir has been named man- 
ager of the conservation department of 
Massachusetts Mutual Life to succeed 
Sidney J. Smart, who has retired. 

Mr. Muir has been with Massachusetts 
Mutual since 1923, and since 1935 has 
been assistant manager of the conserva- 
tion department. He has been a speaker 
on conservation topics at company con- 
ventions and agency meetings. 

Mr. Smart joined Massachusetts Mu- 
tual in 1897 and served as a field repre- 
sentative until 1904, when he was trans- 
ferred to the home office. Later he was 
placed in charge of the policy revival! 
division and in 1917 he was appointed 
conservation manager 


SALES MEETS 


Million’s Agency Meets 
The southern Indiana agency meeting 
of the Northwestern Mutual Life was 
held at Evansville. There was special 
honor paid to Mr. and Mrs. Fred 
Niederhaus, who have completed 100 
consecutive months of 4-L club member- 
ship, an application a week for 400 weeks. 
; Moser, district agent at New 
Albany, was chairman of the afternoon 
session. B. A, Million is general agent 
at Evansville. B. J. Lurie of the Evans- 
ville agency was toastmaster at the ban- 
quet. The speakers were Warren 
Lundgren, assistant director of agen- 
cies; Dr. W. G. Hyde, assistant medical 
director at the home office, and Dr. 
J. S. Bryan of the University of In- 
diana at Bloomington. 








T. B. Read Agency Rally 
Fifty representatives and their wives 
attended the annual meeting of the Des 


Moines agency of Mutual Life. The 
agency covers 59 counties. 
Thomas B. Read, agency manager, 


opened the meeting and expressed his 
appreciation for the increase in produc- 
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THE PURITAN -- Columbian National's 
new Preferred Whole Lite plan has exact- 
ly the same values as ou old Ordinary 
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tion as compared with the same period 
in 1939. The program was handled 
mainly by representatives of the agency. 
A luncheon was held. In the afternoon, 
W. E. Steely, the leading producer for 
the Davenport agency, talked on “Tdeas 
and Plans that Produce Sales.” In the 
evening a banquet was given and Morey 
Sostrin, production manager for Youn- 
ker Brothers, addressed the group on 
“Merchandising.” 


Emerson Speaks in North Dakota 


FARGO, N. D.— North Dakota 
agents of the Northwestern Mutual Life 
met here with E. F. Auman, general 
agent. R. W. Emerson, Milwaukee, as- 
sistant director of agencies, spoke. 
There were 38 present. 








B. M. A. Picks New Orleans 


The Business Men’s Assurance 1941 
All-Star convention will be held in New 
Orleans Jan. 6-8, with headquarters at 
the Roosevelt Hotel. About 100 sales- 
men and their wives are expected to 
attend 





Great Northwest Convention 


At a three-day agents convention of 
the Great Northwest Life in Spokane, 
Wash., J. W. Eline of Lewiston, Ida., 
was awarded a cash prize and a gold 
watch for leading all agents in sales. E. 
W. Freed of Spokane was second. 


CHICAGO 


FATHER-SON COMBINATIONS 


[In the Penn Mutual’s agency of W. 
A. Alexander & Co. in Chicago there 
are four father and son combinations 
working: Wade Fetzer and Wade Fet- 
zer, Jr.; Harry W. Thayer and Robert 
Thayer; George R. Wilson and George 
A. Wilson; E. R. Heinsimer and W. R. 
Heinsimer. They likewise have a father 
and daughter combination, for Goodwin 
Clark’s secretary is his daughter, Jane 
Clark. The agency has a fifth father 
and son combination in the making: 
W. W. Rice has a son in training at the 
offic e€ 














LECTURE COURSE ON TAXES 


An eight weeks’ lecture course and 
seminar on federal taxes, wills and 
trusts sponsored by the Chicago Asso- 
ciation of Life Underwriters will be 
started Oct. 21 in the auditorium of the 
Field building, Chicago. The lecturer 
will be R. F. Spindell, attorney. Mr. 
Spindell gave the course in 1938. He 
has specialized in federal tax matters 
and drafting of wills, trusts and insur- 
ance agreements for Chicago life men 
and has been giving courses on federal 
taxation to lawyers for the last five 
years. Attendance is limited to the first 
50 applicants and only to members of 
the Chicago association. Reservations 
may be made with Joy M. Luidens, ex- 
ecutive secretary of the association 





ZIMMERMAN, JAMES SPEAKER 


C. J. Zimmerman, Connecticut Mu- 
tual Life, immediate past president of 
the National Association of Life Under- 
writers, next Tuesday afternoon will 
give an address in the auditorium of the 
Chicago Board on “The TNEC Investi- 
gation and How It Affects Our Busi- 
ness.” The meeting is One of the series 
ot monthly meetings sponsored by Fred 
S. James & Co. Invitations to hear Mr 
Zimmerman are being sent to the mem- 
bers of the Chicago Association of Life 
Underwriters, Insurance Brokers Asso- 
ciation of Illinois, Casualty & Surety 
Underwriters Association, Accident & 
Health Association of Chicago, Chi- 
cago Insurance Agents Association and 
other groups 





BOWMAN AGENCY CONFERENCE 

The Marquis Bowman agency of 
Bankers Life of Iowa in Chicago will 
hold an all-day conference Saturday 


with several home office officials on the 
program. Attending from Des Moines 
will be W. W. Jaeger, executive vice- 
president, and Marvin Lewis, superin- 
tendent of agencies. There will be a 
short morning session, and a luncheon 
with woman members of the staff and 
agents’ wives as guests. The gathering 
is to be held jointly with the Elgin 
agency. Mr. Bowman will be chairman 
and will give an inspiriational talk. 





Oliver R. Aspergren, II, Wiese 
agency Northwestern National Life. 
Chicago, has been elected president of 
the Evanston Young Republican Club 

Harvey Hopp, office agent for Travel- 
ers in Chicago, a reserve officer, left 
this week for service in Texas. He is a 
captain. Russell Bergstrom, counterman 
in the Chicago office, a lieutenant in the 
reserve force, has been called for service 





NEW YORK 


INSURANCE SYMPHONY POPULAR 

The Insurance Symphony Society of 
New York, an organization of musical 
talent from underwriting circles, opened 
rehearsals for the fall season. The suc- 
cess of a public concert given last Apri! 
has induced many new instrumental- 
ists to apply for membership. The con- 
ductor for the new season is Joseph 
Bobay, Guardian Life a graduate of the 
Juilliard School of Music and well! 
known in musical circles throughout the 
metropolitan area. Gilbert 
Yorkshire, is chairman 











J. 8S. SROOG ADVANCED 

J. S. Sroog has been made supervis- 
ing assistant of the Williamsburg 
branch of the Kee agency of the Mu- 
tual Life in Brooklyn. Morris Large- 
man is branch manager. Mr. Sroog 
joined the Kee agency in 1936 and has 
been a successful personal producer 





Cc. L. U.'s MEET OCT. 22 


President James A. Fulton of tie 
Home Life of New York will be the 
speaker at the next meeting of the New 
York City C. E.. chapter, 12:30 Oct 
22 at the Prac hotel. J. S. My- 
rick, manager Mutual Life in New York 
City and a director of the American Col- 
lege of Life Underwriters, will confer 
CEU. diplomas and certificates of pro- 
ficiency on men in this area who passed 
the June examinations or otherwise 
qualified 





The Brooklyn Life Supervisors Asso- 


ciation will meet Oct. 22 at Armando’s American Life has opened in the Milam 
restaurant. —— in San Antonio. The office will 
Pera . andle mortgage loans on city properties 

Copeland Locates at San Antonio § i, San Antonio and southwest Tou. 
H. E. Copeland has been placed in Mr. Copeland, who recently moved to 
charge of a branch office of the invest- San Antonio from Houston, has been in 
ment department which the General the mortgage loan business for 15 years. 
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Life Insurance is a 


Competitive Business 


During the next 20 years we can assume three things 


about life insurance selling: 


(1) It will be undoubtedly, even more competitive than 
it is today. 

(2) Increased competition is certain to focus more at- 
tention upon the real strength of individual companies. 
(3) In such a situation a company like the Mutual 
Trust Life, with its unusually low mortality rates, its 
ultra-conservative financial structure, its high yield 
on assets and its low-net-cost is in an enviable position 
to show a healthy yet rapid growth. 

The Mutual Trust Life operates, today, in eighteen 
states including those with the most up-to-date laws 
for the protection of policyholders. There is plenty 
room for the company and its agents to grow... aod 


both are growing. 
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Geared to Modern Conditions 


WIDE range of contracts is provided by the Manufac- 
turers Life to meet every type of Life Insurance need. 


This Company’s ability to meet modern economic and 
social demands is the result of its financial strength and 
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AGENCY MANAGEMENT 





Emotional Motivation Now Necessary 


Sales usually cannot be consummated 
without a stirring of the prospect’s emo- 
tions, Gifford T. Vermillion, Chicago 
manager Mutual Life of New York, told 
the Life Supervisors Club of that city. 
The prospect’s emotions scarcely can be 
stirred up unless the agent himself has 
been motivated by some emotional re- 
action. The job of motivating the agent 

the responsibility of the manager and 
upervisor. 

Mr. Vermillion said there is no man 
too tough or hard, whether he be pros- 
agent, to be motivated: none 
immune from the stirring of 
emotions. The agent who does not mo- 
tivate easily is one of the most difficult 
problems facing the management. Mr. 
Vermillion said the solution is a con- 
stant repetition of motivating material. 
He gave strations of jobs of motiva- 
tion that had been done in his agency. 
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Story of Successful Motivation 


the case of one agent, his situation 
vas analyzed and it was found there 
hree points of attack. He was in 
ove with a girl and wanted to get mar- 
was dissatisfied with his busi- 
ess progress and he desired to secure 
restige in the community. A picture 





of a beautiful little 
and his bride-to-be 
Another picture painted his 
u and the unlimited possibilities in 
the life insurance business. His desire 
for prestige was appealed to by showing 
*., the records of successful producers 


civic activities 


was painted Io 1mm 








the siness and thei 
+ 1 har he, . 
vas pointed out that they were 


to by the public.. The agent 
very substantial producer of 





‘Yr man was motivated by giv- 
ng him a desire to qualify for the na- 
He was doing a fairly 
good job, selling about $100,000 of busi- 
ness annually, but was capable of much 
more Manager Vermillion and_ the 
supervisors talked to him constantly 
about the next Field Club meeting to 
be held in Atlantic City. They secured 
travel folders from the railroad around 


which to build this desire. 





Helped Him Spend Extra Fees 


They figured out the additional com- 
mission that the agent would make in 
raising his production from $100,000 tc 
$200,000, this approximating $1,500, and 
helped him to spend some of this extra 
money mentally in advance. They laid 
out $300 for a trip to Atlantic City for 
the man, his wife and children, pictur- 
ng the boardwalk, the surf and other 
attractions. The agent qualified for the 
Field Club, has been a successful pro- 
ducer ever since and now is a Mutual 
Life manager in another city. 
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‘Mast life irance agents never 
reach the 1} f their capability,” 
Manager said. ‘They have 


great latent talent 
One ruse used in the agency is to pit 


t 
against each otner two agents producing 





about the same amount of business 
monthly. Mr. Vermillion keeps bot} 
posted on the production of the other 
He said this sets up a spirit of rivalry 
and competition. The challenge idea has 
been found to be one of the best in wi 
ng up the production of an agent 

Logic Not Sufficient Factor 

Why is it so dificult to underst 








i so simple as life insurance sell- 
ng! e askec The trouble must lie 
n the tact that we are trying to teacl 
the en what salesmanship is, wher 
vl they want to know is what it is 
ike ev often are thoroughly in ac- 


the reasons and the principles 
but they have to be mo- 
to stir up their emotions, so they 

Opinions are based on reasons 
emotions. Ne 


sith 
ord wit 


we teact 


then 

tivated 
ll -«- 

wili act 


but actior omes fron 


sale ever was consummated unless there 
was some action by the buyer.” 

Roy T. Elmer, New York Life, club 
president, presided. He appointed a 
nominating committee to select a slate 
to be voted on at the annual meeting 
next month, the chairman being E. J. 
Grandson, Union Central. Mr. Elmer 
outlined plans for the December party 
for general agents and managers of 
which R. C. Carson, Rockwood Com- 
pany, is chairman. 


Mental Attitude of 
Manager Stressed 


CINCINNATI—The mental attitude 
of the general agent or manager is of 
primary importance in the success of the 
individual agent, S. T. Whatley, agency 
vice-president Aetna Life, declared be- 
fore the Associated Life General Agents 
& Managers of Cincinnati. The recruit- 
ing problem can be summed up in the 
question: “How good a job do I have 
to offer a man coming into life insur- 
ance today in my agency?>” 

In traveling about the country, Mr. 
Whatley said that he seemed to sense a 
feeling of defeatism, or a kind of losing 
faith in the opportunities offered by life 
insurance. This is not the first genera- 
tion to see utter hopelessness and gen- 
eral ruin in the current situation, he 
pointed out. 

No Business for Unqualified 

It is impossible to sell anything un- 
less the salesman is sold himself, Mr. 
Whatley said. Down in his heart, the 
agency head must feel that selling life 
insurance is a good job and offers a 


good opportunity to the new man in 
order to have successful salesmen. 

A general agent must be keenly in- 
terested in every man in his agency, he 
declared. The ego of the man must be 
built up. The general agent can show 
no sympathy. Mr. Whatley said that 
shortly after he started in the business, 
he had about decided to quit and wrote 
his general agent a heart to heart let- 
ter. The general agent wrote back that 
Mr. Whatley had reached the stage 
where the average man had generally 
quit but he knew that Mr. Whatley 
had the stuff to continue. 

G. J]. Woodward, Equitable Society, 
announced that the November speaker 
would be Ralph Hoyer, general agent 
John Hancock Mutual Life, Columbus, on 
“How and When to Look for a New 


Organization. 


Stresses Five Basic Factors 

SAN FRANCISCO—There are five 
basic factors which must receive the 
attention of the American people to 
combat the insidious propaganda of the 
totalitarian nations, Hugo Bedau, Sar 
Francisco sales executive, declared be- 
fore the San Francisco General Agents 
& Managers Association. These fac- 
tors are: free speech, including free 
press and radio; compulsory public 
school system, economic freedom, re- 
ligious freedom and government by law 
and not by bureaus. 

Life insurance salesmen have been an 
important factor in stimulating public 
attitude toward better standards of liv- 
ing. Mr. Bedau declared. 
ent conditions salesmen must become 
even more active in preserving democ- 
racy and the “American way.” 

F. J. Van Stralen, Massachusetts 
Mutual, was named chairman of a com- 
mittee to conduct a_ series of four 
monthly seminars on financing agents, 
recruiting, training, supervision and 
similar subjects. Nels J. Nelson, Reli- 
ance Life, was appointed chairman for 
Christmas party. 
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Ideal Protection Policy 


A Convertible Term Policy for 
the Productive Period of Life 


Policy issued at age 35 provides term 
insurance to age 69. The policy is con- 
vertible prior to age 60 without exam- 
Waiver of Premium 
Accidental Death Benefits may be in- 
Also issued on sub-standard 
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NEWS OF LIFE 


ASSOCIATIONS 





Enthusiastic Congress Is 
Held in North Dakota 


FARGO, N. D.—An enthusiastic sales 
congress was held here by the North 
Dakota Life Underwriters Association 
with aobut 75 present. Wright Scott, 
president of the Minnesota and Minne- 
apolis Life Underwriters Associations, 
spoke. Al Joelson, Travelers, Fargo, 
talked on “Your Responsibility and 
Mine.” Cameron Hurst, agency organ- 
izer New York Life, Minneapolis, gave 
a stirring talk on “Little Red Boots 
and Little Red Wagons,” taken from 
the book by Carroll Day, Pacific Mu- 
tual Life, Oklahoma City, published by 
the Diamond Life Bulletins. 

Ray Habermann, associate 
Northwestern National Life, Minneap- 
olis, gave an instructive talk on “The 
Approach and the Close in Rural Ter- 
ritory,” which was one of the outstand- 
ing features of the congress. 

At the banquet in the evening Dr. 
D. A. Anderson, Equitable Society, 
Minneapolis, spoke on ‘‘Rekindling Our 
Faith in Life Insurance,’ which gave his 
audience a greater appreciation for the 
business. 

On the second day, 
kota agents spoke: E. A. McVeety, 
Equitable Society, Minot, N. D., on 
“Our Job and Our Competition;” A. R. 
Bjella, Mutual Life of New York, Grand 
Forks, N. D. “Tomorrow,” and A. H. 
McNair, Union Central Life, Fargo, 
“Bringing the War Clause up to Date.” 

The meeting was closed with an edu- 
cational talk by H. O. Chapman, secre- 
tary-treasurer Policyholders National 
Life, Sioux Falls, S. D., on “Keeping 
on the Beam.” Mr. Chapman compared 
an agent to a pilot flying a plane. In 
order to reach their respective destina- 
tions, each must “keep on the beam.” 
he said. 

R. A. Trubey, Guardian Life, Fargo, 
president North Dakota association, pre- 
sided at the opening session and was 
master of ceremonies at the banquet. 
Vice-president M. H. Toussaint, Penn 
Mutual, Fargo, presided the second day. 


manager 


three North Da- 


Cineinnati—G. J. Woodward, Equitable 
Society, has been elected a trustee to 
fill the unexpired term of H. F. Burtch, 
who is now associated with the Luther 
agency of Aetna Life in New York 


STOCKS 


H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gives the following stock quota- 
tions of life companies as of Oct. 15: 





Par Div Bid Asked 
Aetna Life .. 10 1.40* 27% 29% 
Cent. States Life 5 2 
Colum. Natl. L.100 65 70 
Conn. Genl. .... 10 .80 25 27 
Contl. Assurance 10 2.00 36 38 


Great South. L. 10 
Kan. City Life.. ave 


Life & Cas..... 3 .50 10 1 
Lincoln Nat.. 10 1.40* 29 31 
New World Life 10 30 4 5 
N. W. Natl Life 7.50  .30 11 12 
Ohio Natl. Life. 10 1.25 24 27 
Old Line Life.. 10 .60 10 12 
Sun Life, Can. 100 15.00 240 280 
Travelers ..... 00 16.00 410 425 


Wis. National.. 10 1.00 16 18 
*Includes extras. 


The Baltimore Life Agency Cashiers’ 
Association held the first meeting of the 
season Monday. J. Carroll Johns, John 
Hancock Mutual, president, was in 
charge. 

J. S. Weeks, Equitable Society, pre- 
sided at the meeting of the Milwaukee 
Life Insurance Cashiers Association. A 
quiz program on topics relating to the 
work of cashiers in life offices was con- 
awe by W. A. Kleinschmidt, Pruden- 
tia 

W. E. Fentress, manager of indus- 
trial policy department National Life & 
Accident, has been made chairman of 
the 1940 Christmas Seal drive in Nash- 
ville and Davidson county. 


Lackey Says Detroit's Bid 
Paved Way for Future 


DETROIT-—Efforts of the 
1941” committee to bring the National 
convention here were outlined before 
Qualified Life Underwriters’ meeting by 
Chairman G. E. Lackey, general agent 
Massachusetts Mutual 

Although the committee was not suc- 
cessful in securing the convention, Mr 
Lackey declared much good will was 
created for Detroit which should aid the 
city in getting the convention at a later 
date. Carl G. Sedan, manager Detroit 
Convention & Tourist Bureau, who aided 
the committee, complimented Mr 
Lackey and his associates on the tine 
job of promotion they did for Detroit at 
Philadelphia. 

L. L. Mackey, general agent Home, 
chairman educational committee, re- 
ported that the educational program is 
progressing even better than anticipated. 
A C. L. U. extension class is under way 
with A. L. Kauffman, Northwestern Mu- 
tual, as instructor and three classes in- 
stead of one had to be formed for the 
general educational course under H. H 
Irwin, Massachusetts Mutual, Univer- 
sity of Michigan. 


‘Detroit in 


Rearmament Program Offers 
Big Sales Opportunity 


OKLAHOMA CITY—Every  busi- 
ness in the country will be affected by 
the national rearmament program and 
“if we life insurance men do not get 
our share of increased sales it will be 
because there is something wrong with 
us,” Gale F. Johnston, St. Louis, divi- 
sional group manager } Metropolitan Life 
and National association trustee, de- 
clared before the Oklahoma Association 
of Life Underwriters here. 

The rearmament program will create 
from three and a half to five million 
new jobs. “These men will have money 
to spend. Billions have been appropri- 
ated for defense activities, contracts will 
be let and the government will be buy- 
ing everything anywhere that they can 
buy it, and it’s up to the underwriter to 
see that the proper amount that comes 
to his community is diverted into life 
insurance channels,” Mr. Johnston con- 
tended. 

O. D. Douglas, San Antonio, general 
agent, Lincoln National, and National 
association trustee, will speak Nov. 8. 





Plan Iowa Caravan Trips 


DES MOINES—Plians are being made 
by officers of the Iowa Association of 
Life Underwriters for a series of cara- 
vans this fall to replace the customary 
sales congress. 

According to present tentative plans, 
caravans would be sent out from Daven- 
port, Des Moines and Sioux City, with 
each local association in the state to be 
visited some time during the tours. 
Meetings lasting from two to three 
hours would be held twice daily by each 
caravan, with out-of-state speakers to 
address each meeting. 

Each caravan would ‘stay out two or 
three days and repeat the trips until 
all associations had been visited. 





St. Louis Young Men’s Group 
Reviews Conscription Issues 


“Conscription and Its Relation to the 
Selling of Life Insurance” was the 
theme of the first fall meeting of the 
young men’s division of the St. Louis 
Life Underwriters Association, directed 
by its president, G. F. Stevens, Jr. 

Probable practices of the companies as 
regards premium payments of conscrip- 
tees, views of insurance executives and 
suggestions given by Holgar Johnson, 
president Institute of Life Insurance, 
were discussed by William Alderson, 
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General American, and W. E. Ott, 
Aetna Life. 

Larry McDougall, Mutual Benefit, 
presented effective answers to objections 
that may be raised by the young man 
of military age, and very good points 
why young men should purchase a life 
insurance program with the viewpoint 
of needs for years to come, rather than 
immediate needs, although conscription 
is a temporary emergency measure. 

A round table discussion followed, 
with questions from the audience, an- 
swered by the speakers. A. E. Veith, 
Massachusetts Mutual, and Carl Erick- 
son, Metropolitan, Granite City, spoke 
briefly. 





Fox River Valley—H. B. Kay, New 
York Life, Milwaukee, spoke on “Bil- 
lions for Defense,” at a dinner meeting 
in Menasha, Wis. His talk was on pros- 
pecting and he described the influence of 
life insurance on the individual, family, 
home and business of America. Agents 
from Oshkosh, Appleton, Neenah and 
Menasha attended. 

Peter Zimmer, Oshkosh, past president 
and H. W. Bruegger, Oshkosh, vice- 
president, reported on the national con- 
vention in Philadelphia. 

Montreal—Efforts should be made to 
conduct business as usual during war- 
time in order that business may have 
the funds to pay its way, provide em- 
ployment, supply the needs of the fight- 
ing forces, and be able to assist in the 
financing of extra wartime expenditures, 
M. L. McPhail, president Canadian asso- 
ciation, said. 

It was Mr. McPhail’s first official visit 
to the local branch since becoming presi- 
dent. He has just completed a tour of 
the Dominion, with visits to the United 
States, involving more than four months. 

Kansas—J. E. Conklin, president has 
named Bert Hedges, Business Men’s As- 
surance, Wichita, extension and mem- 
bership chairman and O. T. Cropper, 
Aetna Life, Topeka, legislative chair- 
man 

A meeting of the executive committee 
has been called for Oct. 24 in Pittsburg 
in connection with the Southeast Kan- 
sas Sales Congress. General agents and 
managers will gather for a dinner meet- 
ing that evening. The sales congress 
will be held the following day. C. O. 
Braden, Independence, heads the pro- 
gram committee with Frank Sutton, 
Coffeyville, general chairman. 

Salt Lake City—Col. J. W. Palmer, 
Equitable Society, spoke on “Estimate 
of the Estate Building Situation.” He 
said it is a difficult matter to get people 
to make decisions when uncertainty ex- 
ists He reviewed the steps, seven in 
all, of an estimate of the situation, 
showing how logically such a process 
leads to a clear decision in the face of 
conflicting factors. H. J. Syphus, super- 
intendent of agents Beneficial Life, gave 
a graphic word picture of the recent 
Philadelphia convention. 

Northern New Jersey — Wallace N. 
Watson, Boston general agent Connecti- 
cut Mutual Life and immediate past 
president of the Boston association, was 
the second speaker in an advanced 
underwriting series of 24 talks, “Selling 
the Sole Proprietorship.” Nearly 150 are 
enrolled for the entire series given at 
Newark University. 

Suspense, conflict, realism and action 
are some of the leading showmanship 
factors in selling, Zenn Kaufman, sales 
counsellor and author, declared at a 
meeting in Newark. Controlled emotion 
is the essence of selling in every line 
of business, particularly in the life in- 
surance field, he said. 

Total membership is now 324 
s 400. 

New Jersey—J. C. Elliott, associate 
general agent Penn Mutual Life, New- 
ark, has been named chairman of the 
legislative committee. 

Victoria, B. C.—A. Gordon Nairn, field 
supervisor Canadian association, said 
that recent government measures to mo- 
bilize man power and capital have led 
some people to think that this may mean 
confiscation of capital, and they are, 
therefore, concerned about their life in- 
surance property. “They should be set 
right orn this matter,” he said. “The 
Dominion government has_ definitely 
stated on several occasions that there 
will be no confiscation of capital.” 

Manhattan, Kan.—Wives were guests 
at an evening meeting. R. G. Denison, 
Metropolitan manager, Salina, spoke. E. 
D. Hinton, Metropolitan, has been named 
secretary to replace Ed Russe]. A pub- 


The goal 


-Haydn Stuessy, 


lic relations and advertising campaign 
was outlined by Ray Martin, chairman, 
and approved. Speakers are to appear 
at other clubs and organizations of the 
city to talk on life insurance. 

Port Arthur, Tex.—0O. L. Jennings, 
home office representative American Na- 
tional of Galveston, talked on “Life In- 
Surance as a Profession.” There were 
75 members in attendance, and it was 
announced that the association has 
shown a steady growth during the past 
few years. R. S. Huffaker, vice-presi- 
dent, was chairman in the absence of 
President Roy Sturrock. 

New York City—Louis Behr, million 
dollar producer and newly appointed as- 
sociate manager Lustgarten agency 
Equitable Society, Chicago, spoke on 
“Prospecting and Programming.” His 
15-minute talk, which traced a case from 
the time he secured the prospect to the 
time the sale was closed, was followed 
by a long period of questions from the 
floor. He described the physical materia] 
used. 

Indianapolis—Sponsored jointly by the 
Indianapolis association and Indianapolis 
chamber of commerce, a luncheon meet- 
ing of 1,000 business and professional 
men and women will be held Oct. 24 to 
hear Merle Thorpe, editor of ‘“Nation’s 
Business,” Washington, D. C., speak on 
“What Helps Business Helps You.” Sev- 
eral other business and professional or- 
ganizations will join in the luncheon. 

Pittsburgh—J. D. Moynahan of Chi- 
cago, manager of the Berwyn district of 
Metropolitan Life, addressed the sales 
congress this week on “Our Best Pros- 
pects.” 

Monmouth, N. J.—A luncheon meeting 
will be held in. Asbury Park on Friday, 
Nov. 8, following which the New Jersey 
association will hold a meeting. 


Tampa, Fla.—Ed Larson, state treas- 
urer and ex-officio insurance commis- 
sioner-elect, addressed a luncheon meet- 
ing. He gave assurances of his goodwill 
toward insurance and promised to work 
in its best interests. G. P. Cannon, Mu- 
tual Life, who is president of the Flor- 
ida state association, and John Mills, as- 
sociate general agent Gulf Line, made a 
report on the Philadelphia convention, 
at which they were delegates. Tom Wat- 
son, attorney-general-elect, was intro- 
duced as was Tom Elmore, inspector for 
the insurance department. Also intro- 
duced was J. P. McNeil, manager of Mu- 
tual Life. M. R. Williamson, Metropoli- 
tan Life, president, was in charge. 
About 70 attended. 


Chicago—The women’s division at a 
meeting Thursday heard Miss Anne Mil- 
ler, Joliet general agent, Country Life, 
who was on the program of the women’s 
quarter million dollar round table at the 
National association convention in Phil- 
adelphia, talk on “How to Sell.” Dis- 
cussions were led on “Social Security” 
by Elizabeth Johnson, Rockwood Com- 
pany; “Prospecting,’ by Bessie M. 
Dixon, John Hancock; “Direct Mail,” by 
Lillian French Reid, New York Life; 
“Tax Approach,” by Sara Frances Jones, 
Equitable Society, and “Programming,” 
by Rose B. Fuller, Massachusetts Mu- 
tual. Garland Kahle, Equitable Society, 
presided. 

Group hospitalization was discussed by 
Marsh & McLennan, 
Richard Agnew, Travelers, and R. E. 
Caskey, Connecticut General, at the 
luncheon meeting of the group super- 
visors division. The next luncheon meet- 
ing will be Nov. 18, with G. O. Brophy, 
Metropolitan Life, in charge of the pro- 
gram. 

Lansing, Mich.—Between 35 and 40 
Lansing agents will take the new sales 
course being sponsored by the Michigan 
association. 

At the luncheon meeting an “informa- 
tion please’ quiz was held with the fol- 
lowing experts: H. J. Henry, Aetna Life; 
F. M. Wilson, Great-West Life; A. H. 
Ogilvie, Kansas City Life, and Lester 
Peters, Metropolitan Life. The situation 
created by the selective service law was 
reviewed. 

Des Moines—V. E. Vining of Philadel- 
phia, sales manager for Proctor Elec- 
tric Company, in an address said: 

“The best course in salesmanship is 
the study of people.” He added that 
when salesmanship rules are stripped of 
‘all of the lace, frills and hooey,” the 
fact remains that directness, not clever- 
ness is the best rule. 

“Nobody ever sold anything,” he de- 
elared. “Every sale is made on the other 
side of the counter.” 

Cleveland—An attendance of 800 is ex- 
pected at the annual sales congress Nov. 
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Pan-American Agencies 


Have These Advantages 


A tull line of modern Life Insurance con- 
tracts, including Annuities, Salary Savings, 
Group and Wholesale Insurance. 


Net low-cost rates. 


Agency recruiting and training plans. 


A POSITIVE-WORKING prospecting serv- 
ice. 


hee sales illustrations and other sales 
aids. 


Producers Clubs—Conventions. 


Established collection offices to aid policy 
renewals. 


For agency information address: 


Frank T. Limont, General Manager of Agencies 


PAN-AMERICAN LIFE INSURANCE COMPANY 
New Orleans, U. S. A. 


Edward G. Simmons 
Executive Vice-Pres. 


Crawtord H. Ellis 
President 




















-HE EMBLEM of a strong, enduring life 
insurance company which for 73 years has ad- 
hered to principles of justice and friendliness. 
Well directed and soundly managed, the pro- 
tection the Equitable of Iowa provides to policy: 
holders and their families is 


Outstanding by Any Standard of Comporiton 
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6, Speakers include Ralph G. Engels- 
man, Louis Behr, B. H. Wilkes and 
Grant Hill. 


Springfield, Mo—A. A. Wilks, Jr., 
Metropolitan Life, Columbia, Mo., talked 
on business insurance. 


St. Paul—T. H. Tomlinson, former St. 
Paul manager Bankers Life, now edu- 
eational director and assistant super- 
intendent of agencies at the home office 
in Des Moines spoke on “My Property.” 


Chattanooga, Tenn.—Leland T. Wag- 
goner will instruct the life insurance 
elass to be conducted at the Chatta- 
nooga Vocational School, running for 16 
weeks. A more advanced course is 
planned in the spring. 


Columbus, 0.—Rene P. Banks, Cleve- 
jand general agent Penn Mutual Life 
spoke. 

AC. L. U. study course is being or- 
ganized under the auspices of the asso- 
ciation. 


St. Louis—Max C. Fisher, assistant 
secretary Metropolitan Life, spoke on 
“Undercurrents” at the first fall meet- 
ing. 

Toledo, O.—Claris Adams, president 
Ohio State Life, will speak Oct. 19 on 
‘Our Institutions.” 

Toronto—A sales clinic was held this 
week, those participating being W. M. 
Anderson, assistant general manager 
North American Life of Canada; H. B. 
Berwick, supervisor field service Manu- 
facturers Life; Actuary J. G. Beatty, 
Canada Life. Cc. W. Mealing, North 
American Life, was chairman of the 
sales clinic. Other speakers were W. F. 
Thorne, superintendent of agents London 
Life; E. J. MacIver, assistant secretary 
Prudential; D. W. Bell, assistant secre- 
tary Imperial Life, and A. E. Rundle of 
the North American Life. 


Baltimore—Edgar L. Heaver, president 
Fastpick Corporation, spoke on “How to 
Increase Your Efficiency.” He stressed 
the importance of deliberate, positive 
thinking. A report on the activities of 
the national council was made by R. U. 
Darby, Massachusetts Mutual, national 
executive committeeman. 


Jonesboro, Ark.—Rev. A. W. Martin, 
pastor of the First Methodist Church, 
talked on “A Layman’s View of Life In- 
surance.” C. F. Lair, special ordinary 
representative of the Life & Casualty 
home office, also spoke briefly. 

Milwaukee—G. Franklin Ream, assist- 
ant superintendent of agencies Mutual 
Benefit Life, will speak on “Our Busi- 
ness” Oct. 18. E. L. Carson, national 
committeeman, will report on the Phila- 
delphia convention. Jack Windsow, 
chairman of the educational committee, 
will report on plans for a school in busi- 
ness insurance and taxation. 

Allen-Neosho County, Kan.—At a meet- 
ing in Chanute Bert A. Hedges, Wichita 
manager Business Men’s’ Assurance, 
spoke. The next meeting will be Nov. & 
in Iola. 

Topeka, Kan.—W. H. Nicholls, Penn 
Mutual general agent and _ president 
Wichita association, spoke on “How to 
Sell More Life Insurance.’ 








Will Meet in Worcester 


The Association of Insurance Com- 
pany Buyers will hold its next meeting 
Nov. 12 at Worcester, Mass., as guests 
of A. W. Johnson of the State Mutual 
Life. The subject will be “Lighting.” 
The October meeting was held in Cam- 
bridge, Mass., the afternoon being spent 
with W. G. Morse, purchasing agent of 
Harvard University. There was a round 
table discussion on the duties of pur- 
chasing agents. J. P. Wernett, associate 
professor of business economics at Har- 
vard, was a speaker at the banquet, his 
subject being “War Time Purchasing 
Problems.” W. B. Joyner of London & 
Lancashire Indemnity at Hartford is 
President of the organization, A. R. 
Hobbs, Massachusetts Bonding, vice- 
President, J. A. Young, Monarch Life 
of Springfield, Mass., secretary. Mr. 
Johnson is a member of the executive 
committee. 


~ 


Emery Is Kalamazoo Speaker 


KALAMAZOO, MICH. — Commis- 
sioner Emery spoke at a joint dinner 
meeting of the Kalamazoo Association 
of Insurance Agents and the Kalamazoo 
Life: Underwriters Association. 


POLICIES 


Conn. General 
Goes on 3% Basis 
Non-Par Nov. I 


The Connecticut General Life is put- 
ting into effect new non-participating 
premiums and values based on 3 per- 
cent interest effective Nov. 1. This 
change produces an increase in all life 
and endowment forms. There is a 
slight increase for premiums at very 
young ages for the convertible age 65 
contract but other term and family in- 
come coverages will remain unchanged. 

Surrender values are increased as are 
the maturity values under retirement 
contracts. This increase in cash value 
will, to a large extent, offset the in- 
creased premium and in many cases the 
increase in twentieth year cash value is 
greater than the total increase in pre- 
miums for the 20 years. The increase 
in premium ranges from $.63 on an or- 
dinary life contract taken at age 60 to 
$4.52 on an insurance to 65 taken at 
age 50. These appear to be the low and 
high points, respectively. Percentage- 
wise, the increase ranges from 1 percent 
to 9.4 percent with the greater percent- 
age of increase being noticed at younger 
ages. 

A comparison of the new and old 
rates for certain ages and plans follows: 

—Increase— 





Age New Old Amt. % 
Ordinary Life 

20 $ 14.63 $ 13.90 C ee 5.3 
30 19.10 18.21 89 4.9 
40 26.67 25.68 99 3.9 
50 39.72 38.75 97 2.5 
6¢ 62.55 61.92 63 1.0 
Life 20 Payment 

2 24.12 22.65 1.47 6.5 
30 29.25 27.36 1.89 6.9 
40 36.74 34.64 2.10 6.1 
50 48.06 46.14 1.92 4.2 
60 67.09 65.79 1.39 2.1 
Endowment 20 Years 

20 44.69 42.8 1.80 4.2 
3 45.20 43.41 Lis 4.1 
40 47.48 45.60 1.88 4.1 
50 53.61 51.87 1.74 3.4 
60 68.39 67.12 1.27 oe 
Insurance to 65—Male 

2 22.60 20.66 1.94 9.4 
30 32.22 29.74 2.48 8.3 
40 51.02 47.79 3.23 6.8 
50 94.88 90.36 4.52 5.0 
Single Premium Life 

20 330.94 313.56 17.38 5.5 
3 396.62 379.42 17.20 4.5 
4( 490.11 469.05 21.06 4.5 
50 597.93 579.33 18.60 3.2 
6C 712.51 698.96 13.55 1.9 


The total increase in premiums over 
10 and 20 years is compared with the 
increase in the tenth and twentieth year 
cash values in the following table: 


Inc. in : Ine. in 
prems. Inc.in prems. Ine. in 


over 10thyr. over 20thyr. 
Age 10 yrs. cash val. 20 yrs. cash val. 
Ordinary Life 
20 7.30 & $14.60 17 
30 8.90 10 17.80 17 
40 9.90 11 19.80 15 
50 9.70 10 19.40 13 
6 6.30 9 12.60 9 
Life 20 Payment 
2 14.70 24 29.40 49 
3¢ 18.90 24 37.80 47 
4( 21.00 22 42.00 40 
5( 19.20 18 38.40 30 
60 13.90 12 27.80 19 
Endowment 20 Years 
20 18.00 1 
30 17.90 12 
40 18.80 11 
50 17.40 11 
60 12.70 9 
Insurance to 65—Male 
20 19.40 19 38.80 37 
30 24.80 22 49.60 39 
40 32.30 26 64.60 34 
50 45.20 28 : 
55 58.10 22 





Travelers Expands 
Salary Savings 


Plan for Trainees 


WASHINGTON — The Travelers, 
which has a large salary allotment busi- 
ness on officers of the army, navy and 
marine corps, has extended its franchise 
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AIRLINES CLAIM 
NEW RECORD 


JERRY MORTON CLAIMS 


4A he POLICYHOLDER 




















Autumn is in the air, and Jerry Morton is out on the job 
adding another policyholder to his ever increasing 
clientele. 


Maybe it’s the zest of the Autumn weather that puts 
snap into Jerry’s step. But Jerry knows, too, that the 
new policyholder has been won through diligent effort 
and good salesmanship, augmented by Bankers Life 
training; a combination that sets his present record 
higher than last years. and his goal for next year even 


higher. 


Bankers Life Insurance Co. of Nebraska 


HOME OFFICE, LINCOLN— SINCE 1887 
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going into the 
guard or under 
extension 
non- 


to include enlisted men 
service with the national 
the conscription plan. The 
enlisted 


does not cover men or 
commissioned officers in the regular 
army. Some half-dozen companies have 
salary savings franchises with the war 
and navy departments, the same art- 
rangements being observed as with 
other employers 


The Travelers takes up to $5,000 on 
allotment basis, premiums 
and forwarded 
to the aaa office by he war and navy 
jepartments. This insurance is issued 
without a war clause rider. Currently 
new applications above $5,000 are sub- 
ject to a war clause where there ap- 
pears to be any prospect that the appli- 
cant will be called into military service. 
3ecause of the excellent mortality, high 
persistency and low expense of han- 
dling, the Travelers gives men in the 
army, mavy and marine corps a rate 5 
percent lower than the usual salary al- 
lotment rates, so that the monthly pay- 
ment is almost exactly one-twelfth cf 
the annual rate. Insurance already in 
force, up to $5,000, may be placed 
under the army or navy franchise when 
the man goes into active service if he 
so desires. 


1 
ae salary 


Pan-American Life Makes 
Some Changes in Forms 


Pan-American Life announced issu- 
ance of a life expectancy policy up to 
and including age 60, instead of 50 as 
heretofore. The minimum policy on this 
plan now is $2,500 instead of $5,000, and 
coverage at younger ages has been ex- 
tended from age 61 to 65. Regular term 
conversions are permitted up to age 60, 
instead of 55 as previously. 

Family income benefits have been 
made available under practically all pol- 
icy plans both for new insurance and 
policies in force, through addition of the 
“home protection” rider. The extra pre- 
miums for this rider are nominal and 
are payable for a period slightly shorter 
than the term of the rider. Premiums 
on a 10 year rider are payable for eight 
years; 12 years for a 15-year rider and 
15 years for a 20-year rider. The rider 
also may be used for mortgage redemp- 
tion purposes, as the insured may elect 
to have the benefits of the rider com- 
muted, thus providing for a decreasing 
schedule of insurance to correspond 
with the decreasing amount of his out- 
standing mortgage. The first year com- 
muted value of a $1,000 policy with a 
20-year rider attached is $2,241 

In addition to its regular life income 
bond policies which provide a life in- 
come beginning at age 55, 60 or 65 of 
$10 per month per $1,000, a new series 
with lower premiums providing life in- 
comes of $5 per month per $1,000 be- 
ginning at either age 60 or 65 has been 
announced. 

Maturity cash values on all life in- 
come bonds has been increased as fol- 
lows: At age 55 from $1,590 to $1,690; 
age 60, from $1,426 to $1,526, and 65, 
from $1,315 to $1,376. 

The variety of juvenile policies has 
been increased and benefits liberalized 
Juvenile policies are issued on four 
forms: Endowment at age 18, endow- 
ment at age 50; 20-payment life and 20- 
year endowment. Death benefits have 
been revised to give full benefit at age 
5 imstead of 9 as heretofore. Waiver of 
premium in event of death or disability 
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of nominator may be provided at small 
extra cost. 

The average premium rate increase on 
the general line of policies, effective wit! 
the new rate book which is being dis- 
tributed is only 2% percent. The pre- 
mium rates for a number of plans and 
for waiver of premium disability bene- 
fits remain unchanged. 


AGENCY NEWS 


Henderson and Schwentker 
Agencies Are Competing 


The E. E. Henderson general agency 
of Pacific Mutual of Chicago, and the 
southwestern agencies of Phoenix, El 
Paso and Albuquerque under General 
Agent F. B. Schwentker of Phoenix are 
pitted against each other in an inter- 
agency contest which is a part of the 
country-wide annual inter-agencies com- 
petition being staged in October. The 
Henderson agency has 29 agents taking 
part in the contest and secured a large 
proportion of its quota in the first week. 

F. Sieving of the Henderson office 
is in second place country-wide for the 
year to date with about $500,000 of busi- 
ness. 

The contests this year are being 
staged especially to honor W. M. 
Rothaermel, the new agency vice-presi- 
dent, who has just assumed his post 
after attending the American Life Con- 
vention annual meeting in Chicago last 
week. 

Several thousand merchandise prizes 
are being offered countrywide in the 
contest on a point basis. Pacific Mu- 
tual allows 50 points per $1,000 of vol- 
ume and one point per $1 of paid pre- 
miums, with a limit of 2,000 points per 
case. The contest will close Nov. 4 
and business must be paid for by Dec. 
15. In addition there is a bonus offered 
of 500 points for six life applications in 
the contest period and another 1,000 
points for production of at least one ap- 
plication a week in the last quarter year. 
Mr. Henderson in his agency is match- 
ing the company’s bonus contribution. 





Hays & Bradstreet Agency No. 1 

The Hays & Bradstreet agency of the 
New England Mutual Life in Los An- 
geles ranked No. 1 for September. It 
was second in June and August. The 
agency will be host at a breakfast Oct. 
21 for George L. Hunt, agency vice- 
president, who is making a tour of Pa- 
cific Coast agencies. 


The W. E. Moore agency of the Pa- 
cific Mutual Life held its annual meet- 
ing in Wichita as a “kick-off” for the 
fall production campaign with the Ne- 
braska agency. Oscar Nelson, associate 
general agent Pacific Mutual, Newton, 
30th year 
with the company, was guest of honor at 
the dinner meeting 


Lynn M. Filley, formerly assistant 
secretary and assistant agency direc- 
tor of the American Savings Life, has 
resigned to become executive secretary 
of the new Broadway Association of 


PURE PROTECTION 


LOW COST 
LIFE INSURANCE 


Ordinary, Whole Life Policy Without 
Investment Features 
Life Insurance In Itself Is Inexpensive 
ESTIMATED AVERAGE ANNUAL COST 


AGE 40... $16.40 
PER $1,000.00 
33 Years of Dependable Service to Policyholders 


Interstate Reserve 
Life Insurance wumpany 


Ien East Pearson Street, Chicag 
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Mutual Trust Life—During the first 
line months the gain in insurance in 
force has been double that shown for 
the same period last year. Total paid 
business for the year is running some 
12 percent ahead of last year and the 
September sales exceeded those for the 
same month last year by 34.6 percent. 
State Mutual—Paid business gains be- 
ginning February and continuing un- 
broken to date, totaled 36.89 percent 
through September. Every department 
of the business is benefiting by the in- 
creasing sales activity within the agen- 
cies. The average amount per life in- 
sured for this period shows an 11 per- 
cent gain. The business in force has 


followed this tendency even more 
strongly than has the paid business. 
In 16 years, the nine months’ lapse 


ratio has never been lower than for 
1940. Total outgo for 1939 in the pe- 
riod under discussion was less by 4.13 
percent, even though it showed an in- 
crease in death payments and matured 
endowments. 

Surrenders are 11.75 percent 
1939, lapses 19.02 percent. 

Jefferson Standard — New sales for 
nine months total $36,000,000, an in- 
crease of $1,000,000 over the similar pe- 
riod of 1939. A gain of approximately 
$13,000,000 of insurance in force was 
made, and there is now on the books 
$415,000,000. 

Minnesota Mutual Life—In the year 
ending Oct. 1, the company made a 
greater gain in insurance in force than 
in any similar period since 1931. The 
total was $237,474,768, an increase of 
$10,909,490 over the total for Oct. 1 
last year. The gain of $7,471,399 the 


under 


first nine months of 1940 was greater 
than its increase for the entire vear 1939. 
_ Life of Virginia—September deliver- 
ies by ordinary agencies were 41 percent 
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larger than for September, 1939, and 
the total delivered business for the year’s 
first nine months exceeded that for the 
same period in 1939 by 44 percent. These 
same agencies recorded increases of in- 
surance in force over the last year of 
136 percent for September and 81 per- 
cent for the year through September. 
Business Men’s Assurance—lIncreases 
continued in September, with paid pro- 


duction showing a gain of 4.6 percent 
or an increase of 5.4 percent for the 
first nine months. The gain in volume 
of life insurance the first nine months is 
6 percent. Eleven branch offices fin- 
ished the month with a gain while 12 
were ahead for the nine months. 

Webster, Provident Mutual, 
teports eight plus months 
for the year up to the end of September. 


Steacy E. 











LEGAL RESERVE FRATERNALS 





K. of C. Completes 
Its Field Staff 


F. Richter has resigned as vice- 
president and director of ‘the American 
Conservation Company, Chicago, and 
has been appointed assistant superin- 
tendent of agencies of Knights of Co- 
lumbus at the head office, New Haven, 
Conn. He becomes assistant manager 
of the insurance department, associated 
with B. P. Collins, manager. 

Mr. Richter has had about 
experience in conservation work, con- 
nected not only with American Con- 
servation Company, but also with C. D. 
DeBarry & Co., Chicago. His conser- 
vation activities have extended to old 
line life companies as well as fraternals. 
In addition, he has had much experience 
in the direct selling of new business 
for both the companies and fraternals, 
and with selling general casualty in- 
surance lines. 

This appointment completes the or- 
ganization which Knights of Columbus 
is building up preparatory to developing 
a regular agency system. Heretofore, 
the order has sold solely through its 
members and by mail. 

The plan of organization will be to 
establish general agents who will be in 
charge of territories such as states or 
subdivisions of states, and who will se- 
lect and appoint field agents who will 
be in charge of a group of councils 
within the general agent’s territory. 

The field agents will educate the 
membership on the new insurance plans 
and will develop among members those 
who wish to participate in the securing 
of new insurance and associate mem- 
bers. 


Mrs. Hall Elected as Head 


of North Dakota Congress 


Mrs. Margaret C. Hall, Woman’s 
Benefit, was elected president of the 
North Dakota Fraternal Congress at the 
annual meeting held in Valley City, 
N. D. The other officers are: First 
vice-president, Dr. Richard Beck, Grand 


20 years’ 





Forks; second vice-president, Mrs. Han- 
nah Harris, Fargo, and_ secretary- 
treasurer, Cora C. Newman, A.O.U.W., 
Fargo. 

Mrs. Hall spoke on public relations 
work, which she says falls into two 
categories. One is watchfulness for the 


business on hand and the other the cre- 
ation of favorable public opinion. One 
directs the field worker to let the mem- 
ber know the society and the other to 
let the society know the member. The 
fraternal benefit system has had _ its 
Period of negative public relations since 
1868, she said, but now that it is on a 
safe’ legal reserve basis, it is time that 
every society give this subject much 
thought. A rejuvenation policy is called 
for, she said, beginning at the head of- 
fice and moving along through the field 
workers to local officers and members. 

. H. Newmann, Sauk Rapids, Minn., 
Aid Association for. Lutherans, the re- 
tiring president, presided. I. W. Smith, 
1.0.U.W Minnesota, spoke om “The 
War in Life Insurance,’ Dr. Beck, Sons 
of Norway, on “Fraternalism in a 
Troublesome World,” and B. C. Marks, 
president A.O.U.W., North Dakota, 
and past president National Fraternal 
Congress, on Investments in Reserves.” 
A. 0. Benz, president Aid Association 
for Lutherans and president National 


Fraternal Congress, gave the principal 
address at the evening meeting. 


North American Union Has 
New Family Group Form 


American Union has brought 
group policy on the 20 
year term plan. It will not be written 
for less than $2,000. In this form it is 
possible to protect each member of the 
family for a specified amount at a spe- 
cified premium for each, the total of the 
separate premiums to be paid by the 
head of the family. In event of death 
of any of the assured the claim would 
be paid the named beneficiary and the 
premium payments automatically re- 
duced in the amount that was paid for 
the deceased member. At any time dur- 
ing the first 15 years after policy issue, 
any insured therein can exchange his 
portion for another form issued by the 
society without medical examination. 





North 
out a family 





Nebraska Congress Elects 
Mrs. Baumann President 


LINCOLN, NEB.—Mrs. Maria A. 
Baumann, Grand Island, was elected 
president at the annual convention of 
the Nebraska Fraternal congress. Axel 
Skelbeck, Omaha, G. B. Kirk, Lincoln, 
and Dr. A. E. Mailliard, Osmond, were 
named vice-presidents and Mrs. Ruth 
K. Marhenke, Lincoln, remains secre- 
tary-treasurer. The 1941 convention will 
be held in Omaha. 

Insurance Director Smrha spoke on 
quality in life insurance. Expansion and 
growth, he said, must be kept within the 
bounds of safety. It is necessary to 
assimilate, service and retain the busi- 
ness acquired in order to enjoy healthy, 
permanent and profitable growth. 

Other speakers were F. C. Mueller, 
Lutheran Brotherhood, who spoke on 
“Keystone in Life Insurance Selling’; 


C. D. DeBarry, DeBarry & Co., Chi- 
cago, on “Streamlining the Sales Force” 
Farrar Newberry, national secretary 


Woodmen of the World, Omaha, on 
“Fraternal Insurance and Public Rela- 
tions,” and N. W. Gaines, an inspira- 
tional speaker. 





Napier Reelected State Head 


M. F. Napier was reelected president 
of the Missouri and southern Illinois 
division of Aid Association for Luth- 


erans at oe annual meeting held in St. 
Louis. J. Rother, St. Charles, was 
pe og vice-president and E. F. Rau, 
reelected secretary-treasurer. 





Several Congresses Meet 

The annual meeting of the West Vir- 
ginia Fraternal Congress was held in 
Huntington for two days this week. 
The Ohio congress held its annual meet- 
ing for two days in Dayton with FE. I. 
Nikodym, president, presiding. Com- 
missioner Lloyd of Ohio was a speaker. 
Others on the program included J. L. 
Wilmeth, secretary Junior Order United 
American Mechanics, on the future of 





THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1893 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 








Port Huron, Michigan 


fraternal societies, and Senator W. M. 
Boyd, speaking on old age pensions and 
social security. The New Jersey Con- 


gress annual meeting will be held in 
Plaza Hotel, Jersey City, Nov. 9 with a 
banquet in the evening. Mrs. Lola E. 


Coles, Royal Neighbors, is president and 
H. Bruce Meixel, Ben Hur Life, secre- 
tary-treasurer. 


Frank Hand and Wife Injured 


Frank E. Hand, head of the Inde- 
pendent Order of Foresters, Toronto, 
and Mrs. Hand, were injured in a seri- 
ous automobile accident in Canada re- 
cently. They were in a hospital for 
several weeks and now are confined in 
their apartment in Toronto recovering 
from their injuries. 








Anderson Is Named Actuary 


R. A. Anderson, Rock Island, Ill., was 
appointed resident actuary of Protected 
Home Circle and has taken up his dutie: s 
in the head office at Sharon, Pa. W. 


Barnard, Syracuse, N. consulting 
actuary, has handled the society’s ac- 
tuarial work for 30 years. Mr. Ander- 


son has been actuary of Royal Neigh- 
bors for the last six years and prior to 
that was actuary of Union Mutual Life, 
Des Moines. 





W. K. Blewett Is Honored 

ST. PAUL—In recognition of his 
work in building up the insurance de- 
partment of the Maccabees in Minne- 
sota, members of the order in this state 
gave a large testimonial dinner here 
for W. K. Blewett, grand commander. 





Mrs. Alice J. Waldron, 83, one of Michi- 
gan’s pioneer women workers in the fra- 
ternal field, died in Detroit. She joined 
the Maccabees in 1895 and a few years 
later became affiliated with the Wom- 
en’s Benefit Association, then newly or- 
ganized. She toured the Lake Huron 




















The officers of the Equitable Reserve Asso- 
ciation have Faith in the Integrity and 
Common Sense of the American People 
and Pledge their utmost in Effort and Co- 
operation that the Equitable Reserve May 
Do Its Part to Further and to Share in the 
Progress of the Nation. 


EQUITABLE RESERVE ASSOCIATION 
NEENAH, WISCONSIN 


(A Great Friendly Society With A Record of 43 Years of Real Service 
to Its Members.) 





Five Modern Legal 
Reserve Contracts 


@ Ordinary Life 

®@Twenty Payment Life 

@ Endowment at Seventy 
@Twenty Year Endowment 
®@Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 


Write for particulars to 


PETER F. GILROY, President 


1447 TREMONT PLACE 
DENVER, COLORADO 





“STRAIGHT THINKING” 


may well be the title of the Coming Period be- 
tween 1940-1950. 
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TWOFOLD SERVICE BRINGS PROGRESS — 


Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. 
the Society is one of the leaders in its field, figures of Jan. 1, 1940, show- 
ing: Membership, 514,503; camps, 6,238; insurance in force, $344,097,822: 
admitted assets, $70,840,055, and claims paid, $108,312,911. 


This progress is attributable to the Society’s principle of twofold 
service—Protection and Fraternalism. 
planted by its founders and has been a guiding light for 45 years. 


In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of 
camp activities, financial aid from its fraternal fund for needy members 
and benefits of the Royal Neighbor Home to worthy members. 


Protection and Fraternalism is a principle that is diligently guarded 


ROYAL NEIGHBORS of AMERICA 


This principle was firmly im- 


Today 


ROCK ISLAND, ILL. 
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Active in Illinois Republican Movement 








Cc. J. ZIMMERMAN 


C. J. Zimmerman, immediate past 
president National Association of Life 
Underwriters and Chicago general agent 
Connecticut Mutual Life, and L. M. 
Buckley, past president Chicago Asso- 
ciation of Life Underwriters, a leading 
agent of Provident Mutual, are active 
on the Republican Insurance Committee 


shore by wagon and by narrow-gauge 
railroad organizing groups of women. In 
1907 she was transferred to New Mex- 
ico and Arizona, where she worked for 
many years. In late years she was a 
counsellor for the W. B. A. Detroit staff 
and was a frequent speaker at women’s 
gatherings. 





Companies Giving College 
Students Field Training 
SAN FRANCISCO—Nineteen insur- 


ance company offices are now cooper- 
ating with the insurance classes of San 
Francisco Junior College in accepting 


field 


students for part-time work as 
training on the practical side of the 


educational activity, according to W. C. 
Marsh, instructor of insurance in the 
college. 

The companies now cooperating are: 
Aetna Life, Equitable Life of lLlowa, 
Guardian Life, Massachusetts Mutual 


Life, Metropolitan Life, New York Life, | 


Pacific Mutual, 
Life, Travelers, 


Mutual, 
Sun 


Northwestern 
Phoenix Mutual, 
West Coast Life. 


Trustee Roberts Returns 
Cup Permanently 


LOS ANGLES—Roy Ray Roberts, 
trustee of the National Association of 
Life Underwriters, brought back from 
the east to the Life Insurance Man- 
agers Association of this city, the ‘“man- 
agers cup,” donated by ‘Managers Mag- 
azine” to the outstanding managers or- 
ganization for achievement. It is now 
in the permanent possession of the as- 
sociation here, having been won three 
times in succession. 

Delegates to the Philadelphia conven- 
tion of the National association reported. 
J. E. Charleville, executive secretary, 
was presented a substantial check in 
appreciation of his work in preparing 
the exhibit of the association’s activi- 
ties which was one of the important 
factors in deciding the award. 

W. H. Rothaermel, agency vice-presi- 
dent Pacific Mutual Life, was a guest. 
G. H. Page, president California State 


L. M. BUCKLEY 


of Illinois which is pushing a vigorous 
campaign among insurance people of 
the state to elect Republican candi- 
dates for office who are friendly to the 
agency system and opposed to govern- 
mental domination and control of in- 
surance, but committed to continuance 
of state regulation. 


Association of Life Underwriters, re- 
ported on the sustaining membership 
plan used by the association. 

P. R. Jones, superintendent Pruden- 
tial, was elected a member. 

H. E. Belden, president Life Under- 
writers Association of Los Angeles, re- 
ported on the Philadelphia convention. 
He said the National association would 
not be averse to receiving an invitation 
irom Los Angeles to be chosen as the 
convention city within the next few, 
years. 

Ray Belknap, agency secretary Occi- 
dental Life, reported on the managers 
panel and quiz. Trustee Roberts told 
of the National association’s educational 
program. The California program, he 
said, is to have life insurance taught in 
the schools as a part of the “social eco- 
nomics” course. 


Greer Addresses L. A. Claim Men 
LOS ANGELES—John Greer, ad- 


ministrator of the insurance and bene- 
fit plan of the Union Oil Co., addressed 
the Life & Accident & Health Claim 
Association and explained workings of 
its plan. 





Caminetti Wins Again 


LOS ANGELES — Superior Judge 
R. S. Schmidt, in the case of the South- 
western Life, which like the two other 
Chapter 9 companies here, had filed a 
motion to vacate the order of conserva- 
tion and also a motion for a writ of 
mandamus compelling the conservator 
to restore the company, denied both mo- 
tions. 

The case of the Alliance Mutual Life, 
on trial in Santa Ana, Cal., for the past 
month, has been concluded. The court 
took the case under advisement. It is 
the third of the so-called Harrison group 
of companies, the others being the Na- 
tional Guaranty and State Mutual, both 
of Los Angeles. 








Ark. Claim Is Approved 


Payment of a claim for $1,000 by 
Commissioner Harrison of Arkansas to 
reimburse him for a payment to U. A. 
Gentry, former insurance commissioner 
of Arkansas, has been approved by the 
Arkansas state claims commission. The 
payment was in compromise of a judg- 
ment for salary which Mr. Gentry se- 


cured. Mr. Gentry refused to resign as 
commissioner at the demand of the gov- 
ernor but Mr. Harrison was appointed 
and the salary checks went to him. Mr. 
Gentry got judgment in court against 
Mr. Harrison for the salary up to the 
time his office was abolished by the 
legislature and they agreed upon a com- 
promise. 


Executive Committee in Chicago 
A meeting of the executive committee 
of the Industrial Insurers Conference 
was held in connection with the sessions 
of the American Life Convention in Chi- 
cago. In attendance were President H. 


T. Dobbs, Secretary H. C. E. Johnson, 
Executive Committeemen J. M. Drake, 
E. L. Phillips, Curtis P. Kendall and E. 
W. Craig, and Executive Secretary Ray- 
mund Daniel. 


B. H. Handy, president of the Mu- 
tual of Richmond, Va., industrial life 
and sick benefit company, was called to 
Waugh, Ala., by the death of his father, 
Rev. Thomas R. Handy, 91. 


John Kehr has been appointed district 
agent of the Prudential at Shenandoah, 
Ia., succeeding Ray Swanson, resigned. 
Mr. Swanson has been undergoing treat- 
ment at the veterans hospital. 


APTITUDE TEST 


Many of our new Agents applied a similar 


test to Republic National Life... .now they 


are earning more and are happily situated. 


Address Agency Inquiries to: 
M. ALLEN ANDERSON, Director of Agencies 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY- 


THEO. P. BEASLEY + PRESIDENT 


DALLAS. 
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33 YEARS OF FAITHFUL S-E-R-V-I-C-E! 


Write Paul L. Temple, Agency Director, for Descriptive Folder of New 
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MISSOURI INSURANCE COMPANY 


“An Old Line Legal Reserve Life Insurance Company With " 
$16,000,000 Insurance in Force” 
J. C. West Home Office Established 
President St. Louis, Mo. 1907 




















security for the family. 
OVER 117 MILLION IN FORCE 





The COLONIAL 
LIFE INSURANCE COMPANY 


OF AMERICA 
A PUBLIC SERVANT SINCE 1897 


The Colonial Patriot, Paul Revere, called the Minute Men 
to arms to defend our country. We, too, must do our part to build 
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Approach and Close Are 
Important Selling Factors 


Ray E. Habermann, associate man- 
ager White & Odell agency, Northwest- 
ern National Life of Minneapolis, in 
his talk at the North Dakota sales 
congress, spoke about the “approach 
and close.” He 
said: ‘Every 
year many 
men fail in the 
life insurance 
business _ be- 
cause they do 
not, cannot, or 
will not learn 
how to ap- 
proach a pros- 
pect and how 
to close. It is 
claimed that 41 : 
percent of sales R. E. Habermann 
are stopped in 
the approach, so if you are counted out 
that easily, it is ‘back to the farm’ for 
you. However, this is not necessary, 
for there is a definite way to approach 
that works practically every tinie, since 
it creates interest immediately, it strikes 
your prospect where he lives, and makes 
him say ‘Yes. It is the interrogative 
approach, and here is how it works: 





Mechanics of the Approach 


“Walk up to your prospect with a 
friendly smile, and say: 

“Mr. Prospect, John Agent is my 
name, and I am with the Far-West Life 
Insurance Company. I am not positive 
I have anything of interest to you today, 
but I would like to ask you a simple 
question: 

“‘Are you interested in accumulating 
money?” 

“He has to say ‘Yes,’ so go on: 

“‘Then you will be interested in our 
insured savings plan. Let me show you 
what I mean.’ ; 

“Open your sales portfolio, book, or 
whatever you use, and give your presen- 
tation. Simple, isn’t it? Let us analyze 
this simple approach. 


Approach Is Analyzed 


“First, you tell him who you are in a 
good clear voice, so he will know your 
name. 

“Second, you tell him whom you rep- 
resent. Don’t be ashamed of that. It 
must be a good company, or you would 
not be with it. 

“Third, you take his bars down by 
stating in a friendly manner that you 
are not positive you have anything of 
interest to him today. All other sales- 
men approach him with high-pressure 
methods, and are so cocksure of them- 
selves that he is suspicious of them 
immediately; and here you are just an 
average man. 

“Fourth, you want only to ask him 
a simple question. Surely, he is polite 
enough to answer that, and answer it 
right, for it is just what he wants to 
do—accumulate money. We are all try- 
ing to do that. We realize money can 
come only from three sources: Man at 
work, money at work, and charity or 
relief. 

“Fifth, he will always take a peek if 
you only want to show him what you 
mean. 


Additional Approaches 


“So there you are, all set up to give 
your sales presentation, which should be 
based on three simple things, as fol- 
lows: What he gets if he lives, what his 
family gets if he should die, and what he 
has accumulated if he should need 
money in a hurry. It is all you need. 
Make it simple. 


“For instance, you want to approach 
a prospect on an educational plan. What 
could be simpler than to say: 

‘Mr. Prospect, I would like to ask you 
a simple question. Are you planning 
to send Johnny to college?’ 

“Sure he is, if he can. Show him how 

easily you can arrange it for him. 

‘Another case—your prospect has 
just bought a nice home. Say to him— 

“‘Mr. Prospect, I would like to ask 
you a simple question. Have you made 
any plans to liquidate the mortgage on 
your home in case something happens 
to you? 

“It is easy to show him what you 
mean. You can use this simple method 
in business insurance, or practically any 
kind of case, and it works. 


Afraid of the Close 


“Many of you will fail at the close, for 
you are afraid he will say ‘No.’ How 
you dread that! It is only a reflection 
of the old pride which makes you feel 
that you do not want to ask others for 
something. It is silly, for he will not 
take it away from you. Let’s make it 
simple, and call it: ‘Methods of closing 
sales.’ 

“The salesman should attempt to close 
each sale at least four times, if neces- 
sary, using the following methods in the 
order named: 

“First Close—Qualification and ex- 
amination. 

“*Naturally, Mr. Prospect, we cannot 
give a plan like this to everyone. We 
have to know you are all right mentally, 
morally, physically, and financially. I 
know you are all right mentally and 
morally or you would not be where you 
are today, but I do not know how you 
are financially. If you could qualify, can 
you save $10 a month for a plan like 
this?” 

“Tf he says he can, go ahead and make 
out the application, arrange for the 
physical examination or fill out your 
non-medical blank, and get settlement of 
some sort if possible. If he demurs, it 
is perhaps because the amount of the 
deposit is too much for him, so go into 
the second close. 


Opening the Avenue to Purchaser 


“Second Close—Make it easy to buy. 

“If the above fails to get a desirable 
reaction, your second effort should be 
along the line of making it easy to buy, 
as follows: 

“‘T realize you had not planned to 
start a plan like this before I came in 
to see you. I find that is true with most 
of my clients when I first talk with them, 
and if I did not have a means of help- 
ing them to get their plan started, I 
don’t suppose I would do much business. 
If you cannot save $10 a month, how 
much could you conveniently save?’ You 
may have to turn back in your book and 
sell a $1,000. 

“Third Close—Making it hard for him 
not to buy. 

“If action cannot be gained by the 
above, swing into making it hard for 
him not to buy, and this should by 
all means be the most forceful attempt 
at closing of any. Take out your folder 
entitled ‘The March Through Life,’ 
published by the National Association 
of Life Underwriters, open it up, and 
go into it. 

“If he is a single man, it is a good 
idea to go into your closing as soon as 
you can after explaining the charts. If 
he is a married man you should sell the 
protective feature as well as the savings 
and investment feature. Show him the 


chart entitled ‘Estates at Death of 100 
Men.’ One leaves wealth, two leave 
comfort, 15 leave from $2,000 to $10,000 
in any kind of property, and 82 percent 
leave nothing. Just imagine, 82 percent 
of all the men who die leave nothing. 
Then show him ‘Financial Conditions of 
100 Widows,’ where 18 live on their in- 
comes, we don’t know how small they 
are; 47 supplement their incomes by 
working, at any sort of work they can 
get, and 35 are dependent on friends, 
relatives, and charity for support. These 
figures ought to help you considerably 
in closing any kind of case. If you don't 
get him after the third attempt to close, 
which should be the strongest attempt, 
you haven’t much chance, but at least 
try another close and find out what is 
the reason. 


Get Confidential with Prospect 


“Fourth Close—What is the situation? 
Attempt to get confidential with your 
prospect as follows: 

“*You and I certainly have worked 
this matter through, and unfortunately 
I think I have put myself in the posi- 
tion of trying very hard to sell you 
something. That is not what I want to 
do—rather, I have simply wanted to ex- 
plain a service to you. I am certain you 
want to save money, but I am not cer- 
tain I know all the facts in your case. 
There must be some definite reason 
why you cannot do this now. Just what 
is the situation?’ 

“Prospect: ‘Well, I will tell you why 
I can’t do it now.’ 

“By this simple method you will very 
often get the real reason why he will 
not buy, which he had not up to now 
disclosed. It will tell you if you should 
go any further with the case, and 
whether you should try for a future date 
or eliminate him. If you have not been 
able to close up to this point, it is prob- 
ably advisable to make or break the 
situation as regards future calls, but get 
away gracefully and be sure to get a 
qualified name. Go on as follows: 

“*All right, Mr. Prospect, I will tell 





Speaks on Humanizing 
of Annual Reports 








JAMES M. BLAKE 


James M. Blake, manager field service 
Massachusetts Mutual Life, spoke at the 
annual meeting of the Life Advertisers 
Association in Washington, D. C., this 
week, on “Trends in Humanizing the 
Annual Report.” As is known, more 
was done this year in the way of getting 
the annual financial reports in readable 
shape so that they could be clearly in- 
terpreted by those who studied them. 


you what I will do. I will take this ~ 
formation back to the office and file 
so that I will have it when you se 
to see me again. When will be a good 
time to get back to see you?’ 

“Strike for a definite time, such as an 
age change, etc. If he does not seem to 
be interested in ever starting to save 
or seeing you again, tear up your card 
and forget it when you get back to the 
office.” 


Cites Personality Flaws 


That Cause Failure 


DETROIT—The salesman’s job is to 
impress his prospect with a series of 
favorable reactions to his sales story, 
and the securing of these positive re- 
actions depends much more upon per- 
sonal qualifications than upon technical 
knowledge, A. W. Leonard, Pittsburgh, 
founder and director of the Institute of 
Human Engineering, declared before 
Qualified Life Underwriters of Detroit. 

A study of 100 unsuccessful salesmen 
showed that less than 4 percent failed 
because of competitive factors while 
more than 63 percent of the failures 
could be traced directly to flaws in the 
salesmen’s personal qualifications, Mr. 
Leonard said. 


Appearance Essential Factor 


Appearance is a prime requisite of the 
successful salesman, he asserted. Tact 
and diplomacy are two other necessary 
qualifications. The salesman. should 
avoid off-color stories and all stories 
that do not have a specific bearing upon 
his sales story. He should avoid con- 
troversial topics unless he is positive of 
his prospect’s beliefs and should never 
under any circumstances argue with 
him. It is much better to lose an op- 
portunity to win an argument than to 
lose the sale. 

Social qualifications are important. 
The salesman should try to appear at 
ease and at his best in all circumstances. 
Frivolous actions at a social gathering, 
for example, will not inspire confidence 
in a man’s ability to deal seriously and 
intelligently with a serious matter later. 


Must Inspire Confidence 


The ability to inspire confidence is 
one of the salesman’s best assets. It 
inspires confidence in the salesman’s 
ability and integrity if he looks the pros- 
pect steadfastly in the eye as he talks. 
A wandering eye is likely to be inter- 
preted as indicating evasiveness. 

A good memory and well developed 
powers of concentration are essential. 
“When the prospect is talking, give him 
your undivided attention. It will flatter 
him and will aid in inspiring confidence. 
Always show a positive attitude and 
don’t talk too much. Many a salesman 
has talked himself into a sale and then 
out of it. In the average sales inter- 
view, the salesman should talk no more 
than 25 percent of the time and the 
prospect, 75 percent. 

“By all means eliminate any tendency 
to smart conversation or wise-cracking. 
You may be able to make your prospect 
smile, but remember that a flippant at- 
titude inspires no confidence in you; 
just the reverse.” 

Among the other necessary personal 
qualifications are the courage to -ap- 
proach any type of prospect, no matter 
how much money he makes or how high 
his position in life may be: absolute in- 
tegrity and punctuality, Mr. Leonard 
declared 

Every salesman can benefit mater- 
ially by taking an inventory of his per- 
sonal qualifications, frankly and impar- 
tially, listing his assets and his liabili- 
ties and making up his mind to over- 
come his liabilities and correct his per- 
sonal faults. 
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LIFE AGENCY CHANGES 





I t t Ch and Ballou. In 1934, upon the’ retire- 
mpor an anges ment of Mr. Ballou, Mr. Macken became 
2 =e manager. 
in Three Cities Mr. Coyner jointed the Mutual Life 
in its Chicago agency in 1903 and has 
b Mutual Life served continuously for 37 years. His 
di sales territory comprises a thickly pop- 
Gee, gn ae ee a ulated group of counties in northeast- 
SP eal ig (agile nage er gis Iilinois and northwestern Indiana 
; Fee ee ee a eer ere ih : where he has built up and maintained 
as Sere promoted to managers © » highly eGectve sales organist. 
the Vewoit agency, elective Jan. a He During his long service he has achieved 
J. ©, Macken, who has been 4 high standing both in the field as a 
ago agency NOW representative and as manager. 





Coyner, ; 
: Neiderer Former Auto Man 


Mr. Neiderer is a native of Pennsyl- 
vania. Prior to entering life insurance 
field work, he was purchasing agent for 
the Lexington Motor Company at Con- 
nersville, Ind. He joined the South 
Bend Ag gency of the Mutual Life as a 
personal producer in 1929. In 1932 he 
moved to Hanover, Pa., becoming a 
ember of the agency force then under 
the direction of the Mutual’s Baltimore 
agency. In 1934, at the time the Harris- 
burg agency began business, Mr. Neid- 
rer was appointed agency organizer at 
arrisburg. 








Three Assistants in Field 
Are Named by Travelers 


L. L. Baker of Shreveport, La., has 
een appointed group assistant of the 
dallas “Tex., branch office of Travelers. 
G, Taylor, Dallas, becomes field as- 
t here. A. W. Luce, Jr., New 


. becomes field assistant in the 
branch there. 





John street office 

















Mr. Baker, Georgia Institute of Tech- 
gy after completing addi- 
RICHARD E. MYER tional t in the Travelers home 
f agents school, went with the Sin- 
Q . Bay r Agency in New Orleans, being as- 
: - $: ati ee 1 to Shreveport. 

— eee ee or Mr. Taylor, Princet on graduate of 
5 = Bo ee 933, joined Traveler in 1934, and after 
oa Nal ken a omp] the home office course was 
: j Mr has had extensive training 
ii pity Sg ge commerce and insurance. Before 
Se ge ars ae 7 ing the Travelers, he was with the 

ae = n D. Wyeth New York agency. 




















nys f C s . . 
at » Mutual Metropolitan Appoints Two 
acta a yenon 8" New England Managers 
su g age In cl hanges made in New England by 
se Nas been a ieader in t ‘ Metropolitan Life, A. B. Goldstein, for- 
€ was a member or the Ml n erly manager at WwW orcester, Mass., has 
‘ hour I een given charge of the company’s 
, Fenway dis trict in Roxbury to succeed 
Brilliant Managerial Record George Neitlich, who has been trans- 
, estab- ferred to an other Roxt oury district. Mr. 
: ; ( . in the real estate busi- 
nase ¥ ' becam a Metropolitan 
_ p 3 In 1936 he was made 
ae read TZ manager for New 
: 7 o gla later serving for six months 
1 cK ; as a field training instructor and then 
opatingeha ogy: pointed manager for the company 
t Mass 
RS eas : Griffin, for the last four years 
=e tino “ te" oe 8 " , Prose divisional supervisor field ee di- 
= : ‘ sion, has been appointed manager at 
it ‘ , somerville Mass., to succeed the late 
Speke game : te T. Collagan, who died last month 
ripest mrjangers fe started with Metropolitan in 1931 
se sana meligh Way are win the as an agent for the metropolitan district 
SG GAte “cin n New York. He has successively been 
i anne general assistant manager for districts 
ey “a of greater New York, agency sales 
“ % ; © ill instructor and agency sales supervisor. 
r ) ' ¢ yrt- 
é ‘ ‘ ar a 
nviable recor¢ n the Cincinnati Team Is Named 
“rae ar , the ( CINNATI-—J. M. Smith and E 
. ent a] i Lukie have been appointe d Cincin- 
ae . I general agents of the Midland Mu- 
Pa - < ecor¢ nd t Life Mr. Smith started with the 
Gerstanding of the problems of the \cacia Mutual in Cincinnati in 1932. He 
. mn tn “sa Mi Macken was later went to the home office Mr. 
a ' é vartners tor Smith left the business for a year to go 
wu Life Detre ning with with the Ford Motor Company, return 
r. Daliou, then manager in that ter ng to Acacia as a salesman in 1938 Mr 
der the fir name of Macken Lukie joined the Cincinnati office of 


Lincoln National Appoints 
Providence General Agent 








HOEFFLER 


PAUL D. 


Paul D. Hoeffler 
agent in Providence, R. I., for Lincoln 
National Life, effective Oct. 20. Offices 
will be in 1104 Industrial Trust building. 

He has been in life insurance work 11 
years in both sales and supervisory ca- 
pacities, having entered the business 
early in 1929 in Buffalo as a special rep- 
resentative of Phoenix Mutual. Since 
then he has served as supervisor in Chi- 


becomes general 


cago, Boston and Toledo. 
Mr. Hoeffler is a graduate of Notre 
Dame. Before entering life insurance 


work he was with the Buffalo “Times” 
advertising department as sales manager 
and assistant advertising manager. 








Acacia in 1938. He had previously been 
in the construction business. 


Hepfer New Oakland Manager 

R. H. Hepfer has begn appointed 
manager of the Oakland agency of 
California-Western States Life. He suc- 
ceeds Raymond Orth, who resigned re- 
cently to become assistant to the presi- 
dent of the Sunset Life, Olympia, 
Wash. 

Mr. Hepfer has had 27 years experi- 
ence in life insurance. Before the first 
world war he was successful as a per- 
sonal producer in Illinois. He has lived 
in Berkeley, Cal., since 1922, serving 
as assistant manager, manager, and 
general agent for various rigs 
He is a past secretary of the East Bay 
Life Underwriters Association and has 
been active in association work on both 
sides of the bay. 

lack O’ Neill, 
temporary 
August. 


has 
Oak- 


agency assistant, 
served as Manager in 
land since 


J. W. Dalzell Makes Change 
CINCINNATI—J. W. Dalzell, man- 


Guardian Life, has resigned, and 
announce a new association 
Mr. Dalzell entered the busi- 
out ht years ago with Massa 
chusetts Mutual, after having been in 
the general contracting business. He 
subsequently was appointed Cincinnati 
general agent of National Life of Ver 

and several ago became 
manager of Guardian Life. He is a past 
president of the Cincinnati Life Under 
writers Association 


Knight to Jacksonville 

J. L. F. Knight, Rochester, N. Y., 
manager for the five years has been 
nager at Jacksonville, 
Fla., by the Union Central Life At 
Rochester Mr. Knight increased the 
annual production 30 percent 

Mr. Knight officially took charge of 
the Jacksonville agency at a dinner at- 
tended by W. F. Hanselman, super- 


ager of 
expects to 
shortly. 
} 


ness a e€1ig 


mont years 


past 


appointed nla 
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intendent of agencies, and T. L. Fow- 
ler, district supervisor. 

Mr. Knight graduated from Lehigh 
University in 1918 with a mining en- 
gineer degree. After a successful min- 
ing career in Africa, ill health forced 
him to return to the United States. His 
uncle, C. B. Knight, late head of the 
Union Central agency in New York 
Citv, advised him to go into life insur- 
ance. He became an agent in New 
York City in 1928 and in seven years 
1928-1935 averaged more than $250,000 
paid for each year. In 1932 he became 
a member of the $500,000 Club. 


Barmettler Associate in Omaha 

W. T. Barmettler, 
named associate of 
the Omaha office of General American 
Life. Mr. Barmettler, who attended 
Santa Clara University, for the last five 
vears has been sales manager of the 
Iten-Barmettler Biscuit Company, which 
is headed by his father. Previously, he 
was sales representative of National 
Biscuit Company. 


Omaha, has been 
Frank McDevitt in 


Davies with Ream Agency 

W. E. Davies of Louisville has been 
appointed sales manager of the M. J. 
Ream Company, Pittsburgh general 
agency of the Mutual Benefit Life. He 
was formerly president of the New Jer- 
sey Supervisors Association. He will be 
in charge of sales activities in western 
Pennsylvania. 


Dillon with Central of Iowa 


Robert Dillon, formerly general agent 
in St. Paul for the Pacific Mutual Life, 
later with the Berkshire, has become 
general agent of the Central Life of 
Iowa, with offices in the New York 
building. 


Roberts Fort Worth General Agent 


Emmett Roberts has been appointed 
general agent Pan-American Life in 
charge Fort Worth, Tex. He has been 
in life insurance work about 20 years. 





E. J. Sterbenz, agent of the Aetna 
Life for 18 months, has been appointed 
district agent in Kalamazoo, Mich., re- 
porting to the H. W. Florer general 
agency in Grand Rapids. 

The Colonial Life has promoted Clyde 
L. Miller to manager at East Lib- 
erty, Pa 





Mass. Mutual Names New 
Madison General Agent 





Massachusetts Mutual Life has ap- 
pointed Silas G. Johnson general agent 
at Madison, Wis., 
with offices in the 
First National 
Bank building. He 
has been associate 
general agent un- 
der Arthur J. 
Butzen in charge 
of the Milwaukee 
agency. 

After serving in 
the war Mr. John- 
son graduated from 
University of Wis- 
consin. The fol- 
lowing year he was 
athletic coach for 
West High School, Aurora, Ill. 

He entered life insurance in 1924 as a 
personal producer at Madison, and was 
later appointed assistant superintendent 
of agents for the territory. 

In 1931 he joined Massachusetts Mu- 
tual, devoting his full time to personal 
production until he was appointed asso- 
ciate general agent in charge of the 
Madison district office. Throughout his 
connection with the Massachusetts Mu- 
tual, his sales have averaged $218,000 
annually. 

Mr. Johnson will be officially installed 
at a luncheon in Madison, Nov. 1. Vice- 
President Chester O. Fischer will repre- 
sent the company. 





Ss. G. Johnson 








LIFE VIEWS IN THE NEWS 














Life policy No. 1,000,000 has been issued by the Pacific Mutual Life to President 
A. N. Kemp (left). L. C. Swinney, Dallas, immediate past president of the Pacific 
Mutual Agency Association, presented Mr. Kemp with the policy on behalf of the 
association which bought it for Mr. Kemp. 

Policy No. 1 was issued to Leland M. Stanford in 1869, first Pacific Mutual pres- 
ident, and former governor of California, as well as U. S. senator. Proceeds of the 
policy were paid during the depression of 1893, shortly after Stanford University 
had been established, served to tide over a difficult financial period in educational 
circles. 





Top—C, D. Connell. general agent Provident Mutual, New York City. and Sidney 
Wertimer. manager Prudential, Buffalo, at the national council meeting, N.A.L.U. 
convention in Philadelphia. 

_Bottom—Four old friends at the N.A.L.U. convention: J. M. Holcombe, Jr.. manager 
Life Insurance Sales Research Bureau: J. S. Myrick. manager Mutual Life, New York 
City: George Lackey. general agent Massachusetts Mutual, Detroit, and Paul Clark. 
vice-president John Hancock Mutual. 


What 


Millionaire 
$UCCE$$FUL 








A special “Information Please” program featured the “Million 
Dollar Round Table” session at the National Association of Life 
Underwriters meeting in Philadelphia with 12 members answering 
pertinent questions on sales methods asked by Chairman Henry G. 
Mosler, Massachusetts Mutual Life, Los Angeles. A wealth of ideas 
covering various aspects of selling were brought out in the short 
direct-to-the-point answers by the country’s leading producers. 


The National Underwriter has reprinted the questions asked the 
“millionaires” with their complete answers in an attractively 
bound, 16-page booklet, made to fit a regulation No. 10 envelope, 
entitled “What Makes a Millionaire Successful?” 


No matter what other material you may be sending your agents 
don’t deny them the privilege of knowing what the top flight pro- 
ducers of the country are saying and the arguments that they are 
using to close their business. The sales methods used by these 
leading life underwriters must be good as proven by their records. 
Nowhere else will you find the complete answers to the argu- 
ments and methods used by the “millionaires” in a single publica- 
tion devoted to them exclusively. 


Every company, general agent and manager will certainly want 
to put one of these valuable booklets containing the sales ideas 
of the million dollar producers in the hands of every one of their 
agents. The questions, as well as the answers, are given in plain, 
everyday language and will be easily understood and appreciated 
by each person who receives a copy. 


Order a supply now. Prices shown on convenient order coupon 
below. 


The National Underwriter a iidanntadeatnacknad aman 
175 W. Jackson Blvd. Chicago, Ill. 
Please send us .............. copies of the booklet “WHAT MAKES A 
MILLIONAIRE SUCCESSFUL?” @ .......... i, WEE cnc cdieadanatans 
PRICES 
Ee Ce Perry meee ye ee ee ee Single Copy 25¢ 
BY 2 to 24 Copies .20¢ ea. 
Ee ree Fe re err mene 6 Coste ......a ee 
REI ga Sante en ape Os 50 Copies ...... lée ea. 
ane in 100 Copies ...... 13e ea. 
oS. RES ee NR RCT Cr 500 Copies ...... 1@e ea. 
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Top—As N.A.L.U. president C. J. Zimmerman addressed the Los Angeles Life Un- 
derwriters association. speaking over the long distance telephone from the Na- 
tional association convention hotel in Philadelphia: H. E. Belden, Union Ceniral, 
president Los Angeles association: Nathaniel Seefurth, life insurance tax expert; 
John Todd, H. S. Vail & Son, Chicago; Henry Mosler, chairman Million Dollar Round 
Table: Mr. Zimmerman: Ron Stever, Equitable Society, Los Angeles, who introduced 
the speakers and acted as timekeeper. Besides Mr. Zimmerman and Mr. Stever 
Messrs. Seeiurth and Todd also spoke. 





Scenes at Manhattan Life’s 90th anni- 
versary celebration and agency confer- 
ence at Miami Beach, Fla.: 

Top—Arrival at Miami (left to right), 
President J. P. Fordyce; Mrs. John A. Cul- 
breath and John A. Culbreath: Morris 
Harmelin with his big catch. 

Middle—Leading agency: Bernard Hor- 
owitz, James G. Ranni, general agent; 
Herbert A. Davis, Leonard Rizzo, Stanley 
Blau and Nicholas Briglia, New York 
City. 

Bottom—Breakfast on the terrace (left 
to right), Joseph D. Robbins, New York 
general agent, G. R. Fotte, Buffalo gen- 
eral agent; Kenneth Ives; William Brill 
and Daniel Forman, Cincinnati general 
agents; second leading agency, J. L. 
Bachman, associate general agent, and 
Charles Edwards, general agent, New 
York City. 


G. A. Philipp, Shakopee, Minn., re- 
cently stopped in at Northwestern Na- 
tional Life’s home office to pay his entire 
premium with dimes he had accumu- 
lated. 

Mr. Philipp is shown here pouring out 
2,000 dimes, over 11, pounds, in pay- 
ment of the second year premium on his 
20-Pay preferred risk policy, while his 
agent Dana McCutchan, White & Odell 
agency, looks on and Delia Pearson, 
home office cashier, counts the money. 
The premium being $199.95, he received 
a nickel in change. It took Mr. Philipp 
only nine months to save the dimes. 


Bottom—C.L.U. members of the Jefferson Standard delegation with the agency 
vice-president: Martin Rossoff, Philadelphia; George Elliott, Winston-Salem; Vice- 
president Ralph Price; W. H. Andrews, manager home office agency; Henry Coutret, 


district manager, Corpus Christi, Tex. 





